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Six Sores 


[The ability to use proportions is 
rare in buying, in pricing and in 
selling. Never was there a greater 
need. Here A. R. Larson of Morris 
Bros. Shoe Co., Quincy, Ill., reveals 
what he told the Indianapolis conven- 
tion the true secret of shoe store 
success.—EDITOR’S NOTE. ] 


T would be advisable for every 
I retail merchant to make a care- 

ful survey of the shoe needs of 
his particular city. How many deal- 
ers are there catering to this need? 
In some cities of 20,000 we have 
found half a dozen stores trying to 
get the 150 customers buying $12 to 
$15 shoes. We just wonder if it 
would pay any individual dealer to 
get these few customers. 

We know of an exclusive retail 
shoe store in a city of 20,000 people 
that was making a drive on $5 and 
$6 shoes. They were doing a fair 
business, but were not making very 
much profit, as almost every retailer 
was featuring the very same prices. 
They discontinued the $5 line and 
began instead to feature $6 shoes. 
They made a real drive on $7 and 
$8 shoes. Every merchant in this 
city predicted failure for this plan, 
as they claimed the men of the city 
wanted low priced shoes. This con- 
cern has now realized a very satis- 
factory volume of business and its 
profits are indeed gratifying. There 
are some people in every town or 
city who appreciate good shoes and 
are willing to pay for them. 

In a city of nearly 1,000,000 peo- 
ple a leading department store had 
a very satisfactory business on 


Fight 
for 


ladies’ shoes. They, as all others, 
were making a drive on $5, $6 and 
$8 footwear, but profits were unsat- 
isfactory, owing to the narrow mar- 
gin and competition in this price 
range. The shoe buyer made a care- 
ful survey, and found that practi- 
cally every department store in the 
city was following the same plan. 
He decided to change, and began fea- 
turing shoes to retail from $8 to 
$12 per pair. Their lowest priced 
shoe was $8. Their average selling 
price was over $10. They increased 
their business in a real way and 
profits have been the most wonder- 
ful in years. We believe these ex- 
amples are worthy of your consider- 
ation and may bear investigation on 
your part. 











Typical Price Range 


A table showing the percent- 
age range of prices for men’s 
shoes. Example: In a town of 
20,000 people, or 5000 men, the 
following price range ought to 
be very close to actual condi- 
tions unless it is affected by 








some economic condition not 
true in a general way. 

20,000 PEOPLE 
Prices Customers 
$12 to $15 150 
$10 350 
$7 and $8 600 
$6 1800 
$5 and down 2100 




















150 » Cusromnrs 


You will note from the scale listed 
below that 82 per cent of the men’s 
shoe business is done on six sizes. 
You could omit the other six sizes 
from your stock and still get 82 per 
cent of the men’s shoe business in 
your store, according to these 
checked figures. It is more than in- 
teresting to note that sizes 5 and 11 
are sold in about the same propor- 
tion. It is necessary to take into 
consideration widths, and it is nat- 
ural that the narrower widths would 
start higher on the size range. 


SIZE 5...... 2/3% 
ee 21%, 
“eee 6% 
ec. 10% 
ree 13% 
eiamicen 17% ‘ 
8.0... 18%, ( 82% 
ga 189, | 
“ee 11% 
Masses 6% 
ee 3%, 
Mita snde 14% 
ae 2.30% 


The writer had an unusual experi- 
ence a few years ago. A retailer 
was sizing up shoe stock and almost 
every style was carried from 5 up, 
some in A, B, and C widths. We told 
this retailer that this was more small 
sizes than we had ever sold to any 
one retailer and unless he had a dif- 
ferent condition and a different kind 
of feet to fit than we had ever tried 
before, we were worried that he was 
overloading on the small sizes. We 
requested permission to analyze his 
men’s shoe stock from a size angle 
regardless of price. We found this 
dealer had nearly 500 pairs of men’s 


[CONTINUED ON PAGE 49] 
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Building Up [rade dy 
Being Different 


Pokorny’s Shoes Are 
Not Repaired; 
Theyre “Rebuilt by 
Cordwainers”’ and 
Neighborhood Mer- 


chants Are Salesmen 
By HARRY R. TERHUNE 


HAPPENED to strike Ralph P. Levey of Pokorny’s, 
I New Orleans, in one of those rare moments when 

he was not up to his neck in work. So here you 
have served to you in your favorite shoe journal some 
interesting ideas from this keen New Orleans mer- 
chant who is considerable of a leader in financial cir- 
cles as well as in the shoe world. They’re worth at 
least $1,000. 

“Shoes Rebuilt by Cordwainers’” is the text of an eye- 
attracting sign in the Pokorny stores. 

“If I should say ‘Shoes Repaired,’ it would be just 
the ordinary way of saying it and would provoke no 
out-of-the-ordinary comment. As ‘What do you mean 
by that?’ is asked several times a day, it gives the sales- 
man a wonderful chance to explain. And explain he 
does, for he gets 25 cents for each repair job taken in 
through his efforts at the time of a sale. We give the 
trade high class repair work that is in keeping with the 
name of Pokorny, which concern have been Cordwainers 
since 1860.” 

So says Mr. Levey. : 

The repair business is further developed by having 
responsible neighborhood grocerymen, pressers, barbers 
and similar places of business out of town acting as 
agents in collecting the repair jobs. For their part, 
they receive a commission that keeps them boosting for 
the store. Through the salesmen in the stores and 
through the efforts of these outside agents, sufficient 
work is found to keep a good sized repair gang busy 
at all times. Men whose fathers and grandfathers 
worked at the bench for Pokorny are at present em- 
ployed here. 
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Not to Mention Pack- 

ages Wrapped In 

Black Paper and Ad- 

vertisements on Muir- 

rors in Restaurants, 

Hotels, Barber Shops, 
Etc. 


Ralph P. Levey 


“Every good store should have a slogan and some 
kind of an identifying mark,” says Mr. Levey. “Our 
slogan is ‘Cordwainers Since 1860.’ The identifying 
mark is the outline of the footprint of a shoe. This 
slogan is used in every possible way in all advertising, 
on the windows, on the letterheads and envelopes. The 
shoe imprint is also generally used whenever practical. 
Imbedded in the concrete sidewalk are brass plates of 
it leading into the store. On the envelopes is a solid 
colored replica of the print, which also appears on all 
advertising. This has been used so long that the people 
of New Orleans instantly identify our store by means 
of #.” 

How much is it worth to a store to have its parcels 
instantly known as coming from that store, yet with no 
glaring printed advertisement? All packages from this 
store are wrapped in plain black paper and sealed with 
black tape. Clever, what? 

Scattered all over town, in such strategic places as 
barber shops, good eating places, hotels, theater dress- 
ing rooms and night clubs, are good beveled mirrors 
bearing a neat Pokorny advertisement etched in the 
glass. These high class mirrors cost $7 apiece in 
quantity lots and are the property of the store at all 
times, being loaned to reputable places. A check-up is 
necessary occasionally to keep tabs on them. It would 
be possible to get ordinary looking glasses fcr 50 cents 
each, and to have some painter daub on an ad, but no 
first class place would accept them. As the name of 
the store is etched on the heavy glass, the wording can- 
not be destroyed, so the advertising value of the glass 
is always there. 
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The average shoe store bill is too large, not altogether 
in dollars but in size, so why waste so much paper? 
Bills here are printed on paper of a size that will slip 
without folding into the regular sized window envelope. 
As the bills are small, they are convenient for the store 
force to type and to handle. Note that the place for 
the name and address is at the bottom of the bill, the 
reason being that the address may be read through the 
window of the envelope. This saves addressing en- 
velopes too. 

A few worth while souvenirs such as men appreciate 
are given out judiciously. One is a good velvet shine 
cloth. These cloths cost 12 cents in quantity lots and 
have the blue silk label of the firm sewed to the under 
side. Another is a combination folding corkscrew and 
bottle opener. It is liked by those going on outings, 
for who can open the olives(?) more handily than the 
man who has an opener? 

This is a long one and has to do with windows. 
Weigh this observation of Mr. Levey: 


E start with a very prosaic commodity—men’s 
shoes—and provide a setting that will attract 
the eye in such a manner that the looker will be suffi- 
ciently impressed so that the desire for ownership is an 
overwhelming thought. It may be a window with plenty 
of silk plaiting one week that makes the pleasing pic- 
ture, while the next week it is active human interest 
stuff. To illustrate, one week a dirty worn pair of tan 
oxfords a pair of worn socks and a pair of rubbers were 
causing considerable comment at the St. Charles Avenue 
store. The outfit was worn by Earl J. Monemacher, a 
Pokorny customer, while returning from an airplane 
trip to Mexico, where he was making movies of Lind- 
bergh. He got lost on the Mexican desert near Tampico 
and tramped miles in the shoes. Photographs and 
proper signs told the complete story of this. 

“The next week all black shoes were bunched in the 
front of the window. One black and white sign on 


66 


which was a couple of flying black crows read, ‘Pokor- 























The Pokerny trademark is ‘the outline of a 


human foot. They use it almost everywhere and 
even have it cast in metal and sunk into the side- 
walk near the store entrance. 


ny’s Black Crows.’ Several ‘Black Crow’ records com- 


pleted the window.” 

Still talking windows, we beat it a couple of blocks 
up the street to the Regent store. If you ever walked 
with Ralph Levey you will know that “beat it” is the 
correct phrase to use. 

The Regent is a $3 to $4 men’s shoe store, and there- 
fore has different problems. The object of going there 
was to show me how the new window lighting methods 
were selling the goods through brilliant windows. 
First, get this bit of logic: 

“The $10 customer believes everything we say about 
our shoes. He never examines a shoe for defects or 
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poor workmanship, as he knows that we would not ask 
him that price unless the shoe was perfect and well 
made. With the $4 man it is a different story. He 
takes nothing for granted. He demands to see all there 
is to see, so why shouldn’t we gratify that impulse?” 


Following this thought to its logical conclusion, the 
ceilings of the windows have been lowered, so the bat- 
tery of 500-watt lamps are only two feet from the top 
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Statements sent out monthly are not bulky tomes 
—just one sheet small enough to slip unfolded 
into a regulation size window envelope. 


row of shoes. The upper part of the windows had been 
painted a solid color and bears the store name. To keep 
the powerful lights out of the eyes, a handsome ten-inch 
fringe valance is run all around. How those shoes did 
stand out, even the ones on the floor. If the customers 
wanted to count stitches, they could. As the bunch of 
us were commenting favorably on the lighted windows, 
the only sour tone noted was the window trimmer’s: 
“Since those so and so lights have been in, I have had 
to rag those such and such shoes every day, for every 
speck of dust stands out like a wart on the end of a 
nose.” 





OW we are back in the Florsheim store again. 

The most active section of the store is located 
right where the customer is most apt to plant himself, 
which means up front. It is designated the O. & E. sec- 
tion. And, Clarence, those mystical letters not only 
mean Own and Enjoy, but Odds and Ends. As such, 
they carry a 25-cent spiff, therefore one section is al- 
ways more than enough to house the Orphans and Elite. 
It might be said that before being racked out here, all 
stock numbers are changed so that they may be identi- 
fied later should the occasion require, such as changing 
the tan oxfords from the 200s to 600s and so on. 

Here is something you haven’t thought of doing on a 
bet. When a pair of shoes is sold, the salesman slips 
the cover on the under side of the carton, leaving it 
right side up. The next morning the office sees that all 
the boxes so left are pulled out. Next the sizes and 
stock numbers on the sales checks are compared with 
the empty cartons. If both check, all is O. K. If not, 
use your imagination as to what happens. After the 
cartons have been compared, they are stamped “can- 
celled” and returned to the shelves. This “cancel” 
stamp, by the way, is in the custody of the office, not 
the sales force. Three things are accomplished by this: 
proof that the sales checks and cartons agree, quick 
detection of pilferage, and assurance of correct stock 
records. If anything is wrong, this method detects it 


within 24 hours. 
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Flying Start for the 
New Season 


To Speed Up Footwear Buying Both Before and -After Easter 
Use the -Advertising and Window Display 
Ideas Suggested On These Pages 


Py. T the beginning of a new season the idea of 
c 





areful selection predominates. The end of a 

season is when styles and sizes resolve them- 
selves into a hodge podge, but that is a different story. 
That is, it is a different story only when the merchant 
sets out to concentrate buying attention on a few of 
the best and most promising styles first. 

The man who sells the most shoes is the one who 
knows the quickest way to narrow down a woman’s 
choice to a few styles and then to the style which is 
best suited and most acceptable to her. Too many 
styles break up desire into small bits and it’s harder 
to close a sale. 

In these advertisement layouts only the best and 
easiest are considered as part of the merchandise dis- 
C play. The display is given strength through the use 

; , of a few shoes. 

prteugs Fookued The ideas used in the advertisements on these pages 

comes to life in were selected because of their adaptability to window 
Our Shop trims, both for simplicity and economy. These de- 
signs can be drawn up by an artist either in your 

city or a nearby city at a cost of from $15 to $20 each 
and the plates will cost from $3.50 to $8, depending 
upon the size of the space used. Add to this cost that 
of the newspaper space and divide by the number of 


Your Name Here readers of the paper and the cost per reader is neg- 
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The idea here is to reconstruct the 

advertisement in the window. A piece 

of white paper in the proportions of 

the advertisement with a shoe on a 

hosiery form sticking through. <A 

window card writer will put the copy y 

in as it appeared in the advertisement. 

The price tickets would be made in a -, 2 

shape to conform with the decoration & 

in the ad. On either side of the ad ~* SS 2» 

display group a few shoes. A passer- l 

by seeing the window will recall hav- ie 

ing seen the same thing in the news- 

paper and this repetition will have the 
desired effect. 
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ligible. Certainly there are many readers of a news- 
paper who will never become customers, but even 
with this waste circulation, the cost is low. There 
only remains the necessity of a definite tie-up between 
the newspaper and the window to make this form of 
selling extremely effective. 

When folk are looking for value there should be a 
nice mixture of the seasonal and the practical. The 
following copy is built up with that thought in mind. 
For the advertisement entitled, “Spring’s Footwear 
Comes to Life in Our Shop,” the copy might read: 


“The Spring feeling is in every line of our shoes. You 
want value and here it is, in the fine grades of kid and calf. 
You want a shoe that matches the prevailing fashion, and 
you get this in shoes that can be worn in good taste with 
whatever costume you like best. The neutral shades—the 
honey beiges—the aristocratic patents—these are the shoes 
for you. They fit so well, the foot, the purse and the 
fashion.” 

For the advertisement entitled, “Spring Shoes,” 
here’s a copy suggestion. 

“Shoes that are going to be in smart fashion for months 
to come. Their style will last. They will carry the fresh- 
ness of these bright Spring mornings right into Summer’s 
hottest days. We are concentrating on a few select styles 
in order to give you the best values. 

“This year the individualistic gets prominence in fashion. 
So we have varied our pat- 
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Spring Shoes 

























































terns in a way that gives 
you every opportunity of 
being distinctive. You 
might shop all day and not 
find styles so pretty and 
so cleverly patterned. Why 
not make it your business 
to come in to see us? The 
beautiful shades in our 
leathers —their glove-fit- 
ing qualities will certainly 
please you more than 
ever.” 























Six Stores Fight 


for 150 Customers 
[CONTINUED FROM PAGE 














To reconstruct this advertisement in 
the window merely paste an opaque 
card on the pane with the same copy 
as in the advertisement. Paste strips 
of white paper on the window to 
match those in the ad. Drape black 
velvet from the top of the window 
with a spotlight playing on the group. 
of shoes. 
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shoes in sizes 5 to 61% in A, B, C widths. He had ac- 
cumulated them over a period of years (in fact, some 
were nearly eight years old) in sizing up in the regular 
old fashioned way. This was more small sizes than his 
whole county could absorb in several years, and was 
brought about to a great extent by the personal expe- 
rience of this buyer and a few individual customers who 
were wearing small sizes. This customer is now buy- 
ing his men’s shoes according to a size schedule. 

We have just noticed a report from a very large store 
as to how their business was brought in during the past 
year. Their estimated figures were as follows: 

60% Old Customers 

25% Window 

4% Personal Letters 

3% Newspapers 

2% National Advertising Media 

You will notice that windows bring in the greatest 
amount of customers; even the old customers are 
brought in repeatedly by your window trim. The chain 
stores today use their windows not only to display foot- 
wear, but they are designed and trimmed to actually 
sell shoes. NOTICE THE CARDS THEY USE— 
NOT BEAUTIFUL PHRASES BUT ACTUAL SELL- 
ING FACTS. If you will stop in front of their windows 
oftentimes you will, yourself, be impressed by the line 
of selling talk they have on these cards regarding their 


merchandise. They certainly are not modest about mak- 
ing claims and usually are very reasonable in backing 
up any claims their windows make. Look at the next 
shoe store windows you see. DO THEY ATTRACT 
YOU? DO THEY MAKE YOU FEEL AS IF YOU 
WOULD LIKE TO GO RIGHT IN AND GET A PAIR 
OF THE DIFFERENT STYLES THEY SHOW, OR 
DO THEY SHOW SO MANY THAT YOU CAN’T 
FORM AN OPINION ABOUT ANY OF THEM? 
WOULD IT NOT BE BETTER TO SELECT A CER- 
TAIN LAST AND FEATURE IT MANY DIFFER- 
ENT WAYS WITH A BACKGROUND TO SELL 
THAT ONE STYLE OR IDEA FOR SEVERAL DAYS? 

In a large city of the Middle West one department 
store is making a great deal of money with a mark-up 
of 19 per cent. In the same city another department 
store is making money with a mark-up of 40 per cent. 
The one store has cut out all the fancy wrinkles of mer- 
chandising but is selling merchandise at such a low 
figure that the price attracts new customers and keeps 
all the old ones. The other store depends upon service 
features, beautiful displays, charge accounts, etc., to 
enthuse and keep their customers. They are different 
plans, but are both very successful. This is something 
to think about. TAKE YOUR CHOICE, BUT DON’T 
TRY TO PLAY BOTH OF THEM AT THE SAME 


TIME. 
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Getting More Shoes Sold Right 
Carrying the Load 
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wih N operator of a big chain store was chuck- 

ling to a fellow big leaguer as he said, “These 
little shoe stores are playing right into our game. 
They are telling the American public that shoes 
are going higher and are asking 25c., 50c. or $1.00 
more per pair. They don’t know that when 
they ask for a better price now the public is cold 
to such logic. The public is not a bit interested in 
reading about why shoes are going higher in price. 
That isn’t good news. What the public wants to 
hear is shoes are cheaper, or if not that they are 
just as good at the same price. All this work of 
explaining the new prices is pushing that customer 
right out the door and into our stores. All we 
have to do is to sit tight, give them the same shoe, 
or almost as good, at the same price, and the public 
says, ‘How can you do it?’ The public is pleased 
to think that we are so much more clever (they 
think big organizations are) than the little inde- 
pendent operator. The industry picked a fine time 
to push the prices up, when the American public 
has not got enough money to go around and is 
looking at every shoe dollar with double the at- 
tention that they do every expenditure.” 

There is a lot of logic in this man’s portrayal of 
the situation. It is his good fortune to have a 
chain of stores that has a big buying power and 
can get all the benefit of price concession, if that 
is humanly possible (and it usually is). 

When the public actually sees some big chain of 


stores actually increase its fixed price, then that pub- 
lic will begin to believe that shoe prices are going up. 
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Until then, it is one huge job to carry conviction 
to a cold and unbelieving public that shoe prices 
must go higher. The public thinks in terms of im- 
mediate wants. It remembers the cheap shoes on 
clearance in February; wants to know nothing 
about price of shoes next November. Its interest 
is in the next pair only. 

We said last week, “Don’t jump too quickly.” 
There are very good and definite reasons. Condi- 
tions at retail are not good. Price increases must 
be made gradually. What folly it is to ask the man 
who is buying a pair of shoes like what he has al- 
ready worn—straight, standard stuff, that is now 
assessed 50c. a pair more. If he is a working man 
he is going to yell over that increase. 

Many a store can get an increase and could have 
obtained this increase a year ago, just as well as 
today, on novelty shoes carried without price mark. 
Certain shoes, full of style, perishable in character, 
can take 50c. and a dollar a pair more because of 
eye-appeal. These shoes can carry the load. 

They should have carried the load a year ago, 
because every store needs to appreciate floor sales- 
manship through increased pay in the envelope. 
Most stores cannot now increase the cost of sell- 
ing on the floor in view of the serious price condi- 
tions of all footwear. 

It is true that the leather market has softened. 
Maybe it is only a seasonal drop, expected at this 
time because of the poor run of hides coming 
through. With a poor market for these hides, plus 
limited production in factories, the inevitable will 
happen. Factories who get full production will 
absorb some of the losses and so will tanners, and 
likewise the merchant to get more sales. 

This is no kindergarden year in merchandising. 
The fight is to the man who can give the hardest 
blow. He may give it to the public right between 
the eyes in such beautiful shoes that they cannot 
be resisted, for the feminine public will find the 
money to buy them to the sacrifice of some other 
purpose. Or that same merchant may find it nec- 
essary in holding his quality to continue to sell his 
shoes at given prices, even though it means less 
gross profit. Every pair of shoes counts this year, 
particularly in the months of March, April and 
May. This is a common sense year, and it needs 
a common sense application to the problem of get- 

ting more shoes sold right. 


Multiplying Ideas 


ETAIL shoe merchants of America as a class 
,need conventions more than any set of mer- 
chants. They need conventions that are predicated 
upon education. Secretaries of associations are 
educators, not clerks. 
Recently the clothiers held a convention in Chi- 
cago, and the entire sessions were based upon in- 
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creasing the efficiency of the merchants and the 
individual. 

A serious-minded convention can balance educa- 
tional features without injury to social contacts. It 
is necessary in intimate industries to have a cer- 
tain degree of flexibility. No man goes to con- 
ventions to be lectured at. He goes to a conven- 
tion so that he can “learn” with other merchants. 
No one is in a position to do a “Billy Sunday” at 
this time, because conventions, like conditions, dif- 
fer. 

Many conventions carry with them old side is- 
sues that should have been dumped years ago. The 
easiest thing always is to repeat a program or to 
repeat an order. 

Have we come to a time when the industry can 
develop more flexible instruments of education? 
For example, a lot of good work is being done edu- 
cating photographers. That industry is endeav- 
oring to make better studio men out of community 
photographers. Two or three men travel from 
center to center, hold meetings filled with active 
problems of the day. Is it possible to have in- 
formal shoe conventions in large centers through- 
out the country. You can always get smart shoe 
operators in each district to assist with a meet- 
ing of this kind. Imag- 
ine the benefits to be de- ho 
rived by sectional con- 
tacts with merchants in 
districts that have a 
common interest. 

All the forces of 
adult education are 
striving to find ways 
and means of increas- 
ing more profitable and 
pleasurable distribution 
of merchandising. No 
one instrument fills the 
bill completely. Travel- 
ing salesmen spread 
ideas, business papers 
multiply ideas, con- 
ventions in the group 
meeting pass ideas from 
mind to mind for imme- 
diate test and opera- 








one years. 


All should be encour- 
aged, all have a func- 
tion and a purpose. A 
great thing in distrib- 
uting ideas is listening 
to everything—then 
seeding and selecting 
what can be made use- 
ful, practical and prof- 
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I have been a member of the Boot AND SHOE 
RECORDER family since 1907 and it has always been 
my pleasure to read and digest each copy. 

A large part of my success as a buyer and man- 
ager has been due to the fact that I have followed 
the dictation of styles as forecasted by the RECORDER. 

Yours very truly, 
(Signed) ISADOR LIEBREICH, JR. 


¢* + & 


Mr. Liebreich has seen wondrous changes take 
place in the shoe industry during the past twenty- 


, And the Recorper, with its world-wide contacts, 
tion. has helped him to keep in touch with men, events 
and things as fast as news was made. 

The financier needs his ticker-—-the shoe mer- 
chant needs his Recorver. 

For knowledge is the forerunner of success. 


Seuce.6 Ten. 
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Clearer—Ahead 


N 1927 the shoe manufacturers of the United 
States produced 343,605,905 pairs of boots and 
shoes other than rubber. We imported a little 
over 3,000,000 pairs and exported over 8,000,000. 
With an estimated population in the United States 
118,628,000, the production can be measured at 
approximately 2.85 per pair of shoes per person. 
In 1927 we made approximately 20,000,000 more 
pairs of shoes than in 1926. What is the outlook 
for this year? 

From present indications shoe production will 
not be as great in 1928. We like to discount the 
idea of presidential year, but now that we are in it 
we seem to be facing it. That idea, however, is 
melting away with the heat of the sun. 

We look for a betterment at retail as the sun 
progresses northward. Balance of good days, good 
weather as against bad weather, has been favor- 
able since the first of the year. 

Does industry, however, remember that the buy- 
ing lag in ten to twelve months after any major 
calamity? The sale of shoes in the Mississippi 
Valley, in Vermont and in Florida, is measurably 
lower than a year ago. The pick-up naturally will 

come with the early fall 








- 7? of 1928. 
Men and merchants 


The ‘Reason Why 


SIG. HAAS & SONS 


Monroe, La. 


who do plan ahead al- 
ready see indications of 
a great forward move- 
ment. The low spot 
was in February and 
each day’s sun is im- 
proving conditions. The 
low spot in unemploy- 
ment was in February 
and now the spring 
work on farm, in mine 
and in shop is upward. 
There are signs of 
future prosperity. This 
has its definite applica- 
tion in the sale of foot- 
wear, useful and fasb- 
ionable; and to those 
groups within the trade 
|| that must think now of 
fall merchandising we 
bring this thought—in 
a period of indecision 
you can think ahead 
with decision, because 
the picture clears as the 
season progresses. 


Mgr. Shoe Dept. 


President. 
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More GROUND Worx— 


Less 


CLOUD Soarine 


By R. L. PRATHER 


OME sharp-tongued gen- 
tleman once said that 
some of our statesmen 

were “too much at home 
abroad and too much abroad 
at home.” 

Applying that to the shoe 
business, one might say that 
many of our shoe merchants 
are too much at home up in 
the air and too much up in 
the air when down on the 
ground. What we need is 
more work on the ground. The shoe trade needs to get 
back to earth and stick there until it has solved some 
of the problems that confront us. 

High and lofty ideas, fancy and flossy ways of think- 
ing, guess work, imagining and blind following of the 
leaders has been the undoing of a lot of merchants. 
If a leader is real, if he is a great success in his own 
business, if he has proved to be sound in all matters, 
then follow him as far as your limits will permit. But 
to follow the man who orates, spouts a lot of high- 
sounding phrases, that is not good judgment. Lofty 
flights of thought are fine things in rhetoric but they 
butter no parsnips unless they actually produce results 
in the cash register. 

“Back to earth” would be a 
fine slogan for the shoe trade 
to adopt right now. Back to 
earth and out of the skies. 
Down to the ground and into 
the very trenches of funda- 
mentals in merchandising. 

Here is a typical instance 
wherein the trade takes a trip 
up into the air. At a big con- 
vention some eloquent speaker 
gets up and tells the trade 
that certain shoes are dead, 
that certain fads in colors and 
types will sweep the country. 
The trade, without investiga- 
tion, study or applying the 
test of cold reasoning, jumps 
to it and loses its shirt. 

The man who takes that 
orator’s prediction home with 
him and applies it to his own 
territory, right where he sells 
shoes, is not apt to run wild 
on the idea. He knows that 
what may be said at a con- 
vention under the influence of 
music, beautiful, wonderful 
displays, and lavishness of ex- 
penditure, may not be worth 


trade. In 


ness hours. 








H-1091 Wants 
slippers. 


Mass. 


This ts the third of a series of articles 
by Mr. Prather on evils in the shoe 
the first 
waste, in the second he condemned the 
practice of playing too much in busi- 
In this article he takes as 
his text the slogan “Back to Earth” 
and points out some of the follies into 
which the trade has drifted by keeping 
its head too high in the clouds. 


They Want to Know 


Merchants ask us where to buy shoes and 
other store merchandise. In this space we 
list the following typical inquiries: 


H-1090 Wants men’s shoes retailing $3.50 to $5. 
special lots of silver or room 


H-1092 Wants men’s and women’s bowling shoes. 
H-1093 Wants women’s arch shoes to retail $5 and 
6. 


H-1094 Wants jobs and cancellations. 

H-1095 Wants college gymnasium shoes. 

H-1096 Wants ladies’ novelties to retail at $5. 
H-1097 Wants women’s shoes to retail at $3.95 to 


Interested parties may have names on re- 
quest to Information Department, Boot 
and Shoe Recorder, 207 South St., Boston, 


ten cents when applied to the 
old home town. On the other 
hand, the buyer who goes 
from the meeting under the 
spell of the orator’s voice, self- 
hypnotized as it were, into the 
sample room of a high pres- 
sure salesman, may buy his 
head off on the wrong thing. 

A merchant once told this 
writer that brown kid shoes 
were dead, that the men’s 
trade was off its feet, that 
nothing but high style and jazz was selling. That very 
day one of the salesmen on the floor of that very mer- 
chant’s store told me they were getting many calls for 
brown kid oxfords from men. That merchant was so 
far up in the air he could not see what was going on 
in his own store. 

While talking to another merchant last Spring, a year 
ago, he told me that white shoes would never come back, 
that the light colors of parchment and other shades had 
killed whites for all time to come. While we were talk- 
ing, a sweet young thing came into the store and asked 
him if he had any white pumps. On that same day 
three other inquiries were heard for white shoes in the 
same town. Too much up in the air. Too far off the 
ground. 

We hear constantly of what 
| the new colors are going to do 

in redeeming the business. 
After this season is over we 
shall see about the same as we 
have always seen. The good 
staple numbers will carry the 
burden and help keep red ink 
out of the ledgers. 

Soaring around up there in 
the blue heavens, too high 
above the earth to know what 
is going on down below. That 
is where the shoe business is 
now. High and mighty imag- 
ining where plain and common 
sense reasoning is needed. 
Take a look at the newspaper 
and magazine advertising if 
you want to see some fine ex- 
amples of aeronautics. Gaze 
into some of the best (7?) dis- 
play windows if you want to 
see how far from the ground 
some of the stores have 
soared. Futuristic art, mod- 
ernism gone mad. All of the 
fundamentals of selling 
thrown into the discard and in 


[CONTINUED ON PAGE 57] 


he condemned 
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“One, Two, BUCKLE -MMy SHOE” 


Photo by H. I. Williams 


OTS of buckle and very little shoe. That’s what 
the young women, and older women who want to 
$ be young, which includes about all of them, want 
these days. With pumps in the forefront as high 
styled footwear, buckles naturally follow, or lead. Cut 
steel buckles, great big ones, the bigger the better, the 
flashier the more fashionable, are in demand. And to 
make the buckle show up more strongly, the women 
want those multi-colored leather backgrounds, pinked, 
scalloped and cut out around the edges. And they do 
look well. These leather backgrounds can be made in 
the store’s own workshop, or bought ready-made. 
Charge around $2 apiece for them and watch them move 
out of the store in a hurry. 
Cut steel for day wear, rhinestones with evening 
slippers; metal, leather, enamel and all the 
rest of them for wear almost any time. 
Just so they are flashy. And women don’t 
kick at the price. There may be some 
cavilling at paying $18.50 for a pump, but 
$22.50 or $30 is readily handed over for 
a pair of real cut steel buckles. Some mer- 
chants stimulate an interest in this by 
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Shoes and buck- 
les from Saks & 


Company, 


Street, 
York 


offering a combination of pump 
and buckle at a certain price. 
Now is the time for merchants 
to display and sell buckles and 
other shoe ornaments. The 
weather is propitious for the 
laying off of galoshes and rub- 
bers, so that bright effects in 
footwear once more can be worn. 
There’s nothing like a buckle to 
dress up an otherwise plain shoe. 


Well filled in designs in cut steel 
buckles are smartest this year 


34 
New 


The newesi 

member of the 

buckle family, 
the Zodiac 
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i Other Peoples "eas 





by HARRY R. TERHUNE, Fiezp €p:70r, 


The Less Trade the More 
Ads 


ELMA, ALA.—T. J. Rowell is 

pretty wise. First he starts a 
Walk-Over shoe store, then he raises 
and trains a couple of his sons in the 
fine art of retailing shoes, so now 
he has the leisure to enjoy himself 
while serving as Mayor of his city. 
Son J. T. Rowell, in charge of the 
store, outlined the aggressive adver- 
tising policy of the house. 

When business generally shows a 
tendency to be quiet is when the 
windows are changed completely 
twice a week, instead of the usual 
once ; the newspaper advertising 
copy more carefully studied; the di- 
reét*mail letters and _ illustrated 
folders snapped up, and the whole 
store’ carefully groomed with a fine 
tooth comb. In other words, busi- 
ness is stimulated through good, 


straight tactics, which leave a good . 


taste in everyone’s mouth. Contrast 
this method with the too often 
“business is rotten, so let’s shoot a 
sale.” 

Without betraying any confidence, 
it may be stated that the past year 
showed a substantial increase in 
business, as each preceding year has 
shown, with all indications that 1928 
will top 1927 by a good margin. 
This highly desired result will be 
obtained through clean, hard fight- 
ing. 


Building Call Trade 


OBILE, ALA.—Capt. E. H. 
Britton is fighting his com- 
petitors hard and along the exact 
same lines he found successful when 


he started his shoe business about 
half a century ago. Based on the 
premise “Price Competition is poor 
business for all engaged,” the fight 
is waged from a service standpoint. 
This is what he tells his boys: 








Don’t Try to Fool the 
Public 


és VEN in the small towns 

out in the country, the day 
is gone when the trade will buy 
anything they don’t want be- 
cause it is cheap,” is the finding 
of D. R. Hendricks, shoe buyer 
for Fine Bros., Laurel, Miss. 
Furthermore, he finds that a 
geod reason must be given folks 
before they will part with their 
money. A common everyday 
sale which drags on for weeks 
at a time fools no one, not even 
the firm that runs it. Very few 
stores are big enough to run a 
legitimate sale over one or two 
days; that is, a sale to which 
the public will eagerly respond. 
It takes a whale of a reason 
nowadays to work up any sem- 
blance of an eager response, for 
the dear pub'ic has been fooled 
too many times. 























“I want to do all I can to develop 
that quality in each cf you that will 
make you an outstanding individual. 
To encourage desirable call trade, 
you. must serve every one of your 
customers in such a manner that 
they will come back to you to be 
fitted. and bring their friends. You 
are therefore responsible for the fit 


of all the shoes you sell. Good sales- 
manship plus good named lines is a 
combination hard to beat in build- 
ing good will and making satisfied, 
dependable customers.” 


Doing Saturday's Trade 


On Monday 


J ™ ORLEANS, La.—Neigh- 
- borhood and small town busi- 
ness is usually concentrated on Sat- 
urday the country over. The rush 
means extra help, which is not al- 
ways as-helpful and satisfactory as 
it might be. It means hurrying cus- 
tomers, with all the attendant harm- 
ful effects. Now, Leon Levine, 
whose active neighborhood shoe 
store is out on Frenchmen Street, 
New Orleans, has: worked out a 
scheme that takes away the heavy 
Saturday business and actually car- 
ries it over until the following Mon- 
day. By so doing he has increased 
his trade 50 per cent, so here is an- 
other Frenchman added to the other 
fifty million who must be right. 
Briefly, the scheme is to take cer- 
tain shoes, regular lines or such odd 
lines as need to be pushed, and fea- 
ture them for one day only at a cer- 
tain price. Friday nights, there- 
fore, the women’s window in the 
Levine store receives its semi-weekly 
change, the other change coming 
Monday. A large card plainly states 
that “These shoes will be on sale at 
8.30 a. m. Monday at $—,” so that 
there will be no misunderstanding. 
There is no taking a pair out of the 
window on Saturday to please a good 
old customer, either. Business does 
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{all off a bit on Saturdays, but it 
more than makes it up the next 
Monday. 


Turning Foot Wash Into 
A Cleaner 


] T is quite apparent why the char- 
acters of this little story must 
remain nameless. A high pressure 
salesman loaded a chain store organ- 
ization with several gross of a foot 
wash. While the stuff had undoubted 
merit, it lay on the shelves of the 
various stores, as this chain dealt 
only in women’s popular priced nov- 
elties. Finally one store began to 
sell it, and after cleaning out all the 
stocks of the various stores, called 
for more. This greatly surprised 
the head buyer, as this official had 
long since been convinced of his poor 
judgment in originally buying the 
wash. 

Now, the method used in peddling 
it to the trade, bottle by bottle, is 
sood. It seems that the manager of 
the store selling the wash has a 
brother who is an analyzing chemist, 
so what was more natural than to 
have the brother analyze the wash. 
The report told of several beneficial 
healing ingredients as well as a cer- 
tain cleansing agent. In all, the re- 
port gave the foot wash a good 
boost. The discovery of this cleans- 
ing ingredient led to several experi- 
ments in which it was found that the 
wash was an excellent cleaner of 
satin slippers. Customers of a store 
of this type were more interested in 
buying a satin cleaner than they 
were in a foot wash. After soaking 
the labels off in hot water, the 25- 
cent foot wash became a 50-cent 
satin cleaner, selling in excellent 
quantities as foretold. 

Moral: Get your stuff analyzed. 


When Stock Turn Be- 
comes Dangerous 


INCINNATI, OHI0o—Here is a 

merchandising thought from 
Walter E. Giesting of the Bostonian 
shoe store: 

“There can be such a thing as hav- 
ing too great a stock turn. A few 
years ago we found a 5% times turn 
did not net as many dollars as our 
regular four times. The stock on 
the shelves was too thin at critical 
times. We missed sales that should 
not have been missed. A study of 
sizes showed that 76 per cent of the 
business is on 27 sizes, so that is 
where we concentrate. Those regu- 
lar customers who stick to one kind 








| New Idea In A 
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Shadow Box 


oN OBILE, AtAa.—tThe 
Simons Shoe Store re- 
cently used the shadow box idea 
very successfully in spring win- 
dow display. A frame five feet 
square was made of light 
boards and was placed about 
three feet from the front of the 
window. Black cloth formed the 
sides and back of the box. A 
couple of powerful blue day- 
light lamps attached to the rear 
of the top of the frame played 
on the shoes in the box. The 
black interior of the box was 
relieved by draping silver cloth 
on the floor and around the fiz- 
tures. A novel effect was ob- 
tained by covering the opening 
of the silvered frame with one 
thickness of mosquito netting 
that also had been silvered. 
American Beauty roses were 
mixed in with the shoes, mak- 
ing the whole effect extremely 
attractive. To Sidney B. Simon 
goes the credit of designing and 
executing the window. 


























of shoe and have out of the ordinary 
sized feet are taken care of by the 
simple method of anticipating their 
wants. We have six pairs of a kind 
made up for these old stand-bys, so 
when they need shoes we are ready 
for them. Last year we had only 
seven pairs left on our hands out of 
several hundred pairs ordered spe- 
cially, and as we sold those at regu- 
lar prices, the whole problem worked 
out well.” 


A New Wrinkle In Buckle 
Display 


EMPHIS, TENN.—Realizing 

that he would have a tough 
time trying to whip the other Nisley 
stores in shoe sales, Manager L. J. 
Bergman figured he could make a 
showing on findings that would keep 
his store at the top of the column. 
Now, buckle sales count up the most. 
Then, too, they are fairly easy to sell 
provided they are shown to each 
pump customer and presented to her 
in an attractive manner. Several 
methods were discarded before the 
following described one was found 
to bring the best results. 

A thin board about eighteen inches 
square covered with black velvet has 
fifteen small, thin metal bands 
tacked to it at regular intervals. 








5d 


These bands, which are a quarter of 
an inch wide and a couple of inches 
long, allow the fastener of the 
buckle to be slipped behind them, so 
that the buckles are firmly held in 
place. By having the fasteners all 
attached to the sample buckles, it is 
an easy matter to slip the buckle off 
the board and set it on the pump, so 
that the customer may get an imme- 
diate and correct effect while the 
shoe is on her foot. Buckle trays 
are usually messy things, often spill- 
ing over, and there is always the 
chance of losing a pair of buckles. 
The unpatented Bergman way allows 
for only one-half pair of buckles on 
each board. When not in use, the 
board hangs over the full length 
mirrors, adding much to the appear- 
ance of the store. That’s how a lit- 
tle keen thinking put findings over. 


Keeping Track of Style 
By Dollars 

ACKSON, Miss.—Here is a new 
Foon of keeping the dollar value of 
a line of shoes always in plain sight. 
It was developed by the Covington 
boys who operate the Buckley Shoe 
Store. On the back of each stock 
sheet is worked out the total cost of 
the worth of that line, pair by pair. 
Say 24 pairs of shoes are bought, 
costing $5 each—on the back of the 
sheet would be a row of figures like 
the prices of gas one sees posted 
alongside the service station pumps. 
Thus: 120, 115, 110, 105, 100, 95, 
and soon. Asa pair of shoes is sold, 
a line is drawn through the highest 
amount, consequently the largest un- 
checked figure represents the dollars 
invested in that particular stock 
number. In case one wishes to de- 
termine the investment in any one 
kind of material, or the total invest- 
ment in the store, for that matter. 
it is an easy matter to run the totals 
up on the adding machine, in both 
pairs and dollars. 


New Display Ideas 


OSTON, Mass.—In the Boston 

office of Griess-Pfleger Tanning 
Co., leather merchants, is an arch 
made of blocks of colored calf 
leather. It looks like an arch that 
would fit around a shoe, to make an 
excellent background for it on dis- 
play in the window. This arch is 
made by cutting a piece of panel 
board to the shape of an arch, and 
piece of leather in oblongs, and 
cementing the leather to the board 
until it is covered completely. 
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Little Scraps 


of ‘Paper 


Little p= 


of “Paint 


That’s All You Need These Days to -Make 
a Neighborhood Window Look Like 
Fifth Avenue, New York or 
State Street, (hicago 


E INDOWS such as the one pictured here, and for which 
we are indebted to the Stix, Baer & Fuller Co. of St. Louis, 
present no problems which cannot be solved at very little 

expense by any merchant, no matter how small his store nor 


how limited his advertising appropriations. 

Reduced to its simplest elements, the raw materials 
employed so cleverly are found to be nothing more 
than hollow boxes, silver or gold paper and a drape 
of solid color fabric. 

If any merchant should desire to emulate this kind 
of trim, the only limitations will be those imposed by 
the width and height of his window. It is obvious that 
it is all a problem in proportion. 

If, for instance, your window is high and rather 
narrow in frontage, then the columns, oblong shaped 
boxes and other shapes used to achieve the desired 
effect should be squat in appearance. If they be tall 
and thin they will merely make your window look even 
taller and skinnier than it looks now. 

No such problem confronted the genius who devised 
this Stix, Baer & Fuller window. Here was a window 
very much wider in front than in height. Consequent- 
ly, he designed his fixtures to give it the height which 
it lacked. 

Window trims of this bizarre type, as pointed out 
in the March 3 issue of the BOOT AND SHOE RECORDER, 
have their origin in the most awfully cock-eyed art 
which was sprung on an innocent and unsuspecting 
American public some few years ago by a school of 
painters happily calling themselves cubists. 

A portrait of a young girl fishing for trout (they 
did in those days) looked like the floor of the writer’s 
living room following the demolition of a house built 
of wooden blocks. 

As art it wasn’t so good, but certain imaginative 


window trimmers began to play with the idea and 
now we have the present type windows. 

Spheres, cubes, pyramids, cones with their tops 
lopped off and almost all of the simpler geometrical 
shapes were used. It was quickly found that the 
neighborhood carpenter could be made use of. Boards 
of wood or of composition, treated with a saw and a 
hammer with appropriate nails, resolved themselves 
into almost any desired shape. 

People handy with a paint brush could work out 
any color scheme they wanted. They could change 
the colors by. painting another color over the original 
color provided the paint used was sufficiently opaque 
to cover the old color completely and not blend with 
it. A year or so ago, someone came out with a glori- 
fied airbrush, a kind of a tire pump with a can of 
paint hitched to it. This was rapidly adopted for use 
in painting with the quick drying lacquers—somewhat 
more expensive than regulation paint but valuable be- 
cause they dried hard within a few minutes and could 
be used, therefore, on last-minute jobs. 

Then someone went even farther and discovered 
that colored paper and even gold and silver tinsel 
paper could be pasted over these cubes, spheres, etc., 
and it is this age that we are living in now. 

Every big store in almost every city has used or is 
using this treatment for some of its windows and, as 
remarked before, the small town merchant can easily 
do likewise. 
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Imagine, for instance, a small window, not more 
than 10 ft. wide or even less and fairly deep. 
A backdrape can be made of almost any of the 


cheaper grades of high piled fabrics or satin. Three 
cubes, two small ones and one about 16 in. wide can 
be spotted in the center back of the window and cov- 
ered with silver paper. The big one, of course, should 
be in the center, flanked by the smaller ones. 

What a display stand for patent leather shoes or 
shoes of black satin! 

For the lighter colors of kids, pick complementary 
colors which are neutral in tone in your paper and you 
can get paper of any color in any desired quantity in 
many places these days. 

Back drapes can be of any color you desire which 
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does not detract from the shoes. Fantastic zig-zaggy 
designs can be worked out of paper and pasted over 
the boxes used in display. Arrows pointing upward 
to the shoes can be used in colors which will contrast 
with the already chosen color of the fixture. There 
are any manner of possibilities. 

The beauty of all this vogue, as stated before, is 
that it is inexpensive and can be altered at will in ar- 
rangement and in color at a moment’s notice. Fre- 
quent window changes are one of the most effective 
forms of publicity ever devised. Even though the 
shoes themselves are not changed a change in the en- 
vironment in which they are shown will often do much 
to revive the lagging interest of a public which has 
been satiated with demands on its purse. 


More Ground Work—Less Cloud Soaring 


[CONTINUED FROM PAGE 52] 


lot of Greenwich Village Follies. 
And the man on the floor. How puzzled the poor 
chap is. How he is reaching out for help. How he 
peers through the maze of guessing and guesswork to 
see some ray of light that will help him to make a 
better day’s work of it. All he knows is that the shoes 
he is given to sell today may be in the discard tomorrow. 
He cannot tell his personal trade with any degree of 
surety that the shoes he puts on their feet are the real 
styles or the real colors. About all he can say is— 
“Now here is a pretty little shoe at nineteen-fifty.” 


their place a 


But above all, consider the buying public. There is 
your host to take into reckoning. If some of our mer- 
chants would stand on the side lines as I do and listen 
to the comments of the men and women, they would be 
greatly disturbed. People are becoming more and more 
suspicious, more doubtful, more unsold on shoes every 
day. When they see a shoe advertised at $22.50 one 
day and at $12.65 the next, they cannot be blamed for 
their suspicions and lack of faith. 

Pull your kite out of the air. 
earth and reason this thing out. 


Get right down to 

















HE International Shoe Co. of 
St. Louis produced in 1927 
over 59,000,000 pairs of shoes. 

It is estimated that this production 
represents approximately 15 per cent 
of the shoe consumption of the 
United States. We have asked Ed. 
C. Hyde, manager of the style de- 
partment of this company, whose 
position is to interpret style tastes 
of the masses, for an opinion and 
forecast for the coming season. 
Perhaps no other individual in shoe- 
dom has the responsibility that Ed. 
Hyde has, due to the tremendous pro- 
duction of his company. There is 
no room for guesswork regarding a 
trend of material, color or last, and 
his judgment in a majority of cases 
must be accurate. 

“Manufacturers who cater to the 
great masses of popular priced shoe 
consumers,” said Hyde, “must ap- 
proach their style problem differ- 
ently than the makers who sell shoes 
within the price range only of the 
‘elite.’ The woman who has shoes 
for each occasion and each costume 
is interesting. to read about in the 
society news from the Riviera, :but 
the girt who has only one pair of 
new shoes at a time, who puts the 
same shoes on morning, noon and 
night, and which in a couple of 
weeks have lost their newness, buys 
another pair to put through the 
same treatment, is the girl who in 
the aggregate spends the real shoe 
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M ILLIONS 


Tremendous Pairage Indicates a New Sauciness in 


Feminine Footwear 





ED. C. HYDE 


Manager, Style Department, International 
Shoe Company 


money and to whom volume shoe 
manufacturers must cater. 

“This girl’s taste runs naturally a 
little more to the daring tynes; not 
necessarily ‘bizarre,’ but at least re- 
vealing a delicate suggestion of 
something out of the ordinary. She 
is rapidly learning to distinguish 
between mere fanciness and genuine 
originality, and with this develop- 
ment we see an end to overdone, 
freakish decorations. If we can de- 
velop a shoe that has an outstanding 


‘kick’ to its design, without elabor- 
ateness, then we have hit the mark. 
As we go up the scale of prices this 
sophisticated simplicity becomes 
more sophisticated and more simple, 
while in the lower grades we must 
necessarily construct shoes of more 
obvious design and treatment. 

“For spring, 1928, speaking for 
the popular priced $4 to $8 retail 
trade, indications would point to a 
continuance of patent leather as the 
dominant material, both in the en- 
tirely black shoe and in patent with 
colored trim, although the colored 
trims should be dainty and not too 
conspicuous. Colored kid _ shoes 
should sell better as the season ad- 
vances, since merchants seem to be 
buying them on a logical basis of 
seasonableness and not rushing into 
them prematurely as they did last 
spring. Later on there is every evi- 
dence of a nice run on Japanese 
‘Toyo’ cloths, and on white shoes the 
best business in several years is 
foreseen. 

“There seems to be no let-up in 
the demand for plain patent D’Orsay 
pumps and straps, and these should 
carry on indefinitely, with a very 
strong cut-out sandal vogue later on. 

“Shoes to appeal today must be 
more than just pretty; they must 
have a real touch of sophistication, 
sauciness, ‘chic,’ or whatever it is 
that makes them out of the ordinary, 
while still in good taste and not 
actually conspicuous.” 














Joint Styles Conference—Aprit 12 


Committees of the National Shoe Retailers’ Association, National Boot and Shoe Manufacturers’ 
Association, Tanners’ Council of America, National Association of Shoe Wholesalers, National Shoe 
Travelers’ Association, will meet at the Hotel Astor, April 12, to adopt a fall and winter program 
for the footwear of women, men and children. The Committees reiterate the present season schedules. 
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IN fSHUNARCH STOCK 
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The “Marvel” 






The “Melba” 





= S-749—Patent Leather Dull Calf Trim..... $6.10 S-745—-Honey Beige Kid Hippo Trim..... 86.75 
S-756—White Kid with White Galusha Calf S-746—Patent Vamp, Dull Calf Quarter.... G.2¢ 





GE. eccedeneeseseeednsedebaseees 6.75 = 
Stock Sizes E 









= Stock Sizes AAAG to8 B4 to8 
z AAA 6% to 9 B4 to 9 AA 5% to 8 C 3% to 8 = 
2 AA 5% to 9 C 3% to 9 A 5 to 8 D 3% to 7% = 
A 5 to 9 D 3% to 8% E 4 to 7 
(No. E Width on Style 8-745) = 





E 4 to 7% 
(Style S-756—Up to Size 8 on E Width) = 






SRUgNanenaarTgneees aaa senesaTaAI 







The “Arden” 








S-744—Patent Leather ............... 








Stock Sizes 





The “Barbara” 






5 sy ] 2 
B-TOS— Patent Leather «2.50205 600000r 0 $6.10 oes ¢.. ie es. © On 
A 5 to Bly D 3% to 7 





Stock Sizes 





AAA 6 to 8 B 4 to 8 
AA 5'% to 8 C 3% to 7% 
A 5 to 3 D 3% to 7% 





















+yONQenendanneennenEnEONUUUE 





The “Roma” 



















= are TD sicsccccccevcess oe $5.85 
= S-742—Patent Leather .............. sous Ge 
= The “Trene” Dull Calf Quarter 
= S-FEE—Black Kid ....ccccccccecsccceees $5.85 Stock Sizes 
= AAAA 7 to 11 C 38% to 10 
= Stock Sizes AAA 6% to 11 D 3% to 10 
= AAA 6 to 9 B4 to9 AA 5% to 11 E 3% to 9% 

AA 5% to 9 C 38% to 8% A 5 to 11 EB 4% to 8% 

A 5 to9 D 3% to 7% B 4 to 10% 

E4to7 (Style S-742 up to size 9 only) 





Write for Catalog showing additional styles In Stock 


BURROWS SHOE CO., Inc. 


Rochester, N. Y. 
New York Office: 604 Marbridge Bldg. 






ab: *roennnant 
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ay ust the Necessity You Wished to Have” 
Is Your Desk Littered with Papers? 


‘‘ALPHA~DESK-TRAY”’ 








A MODERN DEVICE 
For the busy executive as well as other busi- 
ness men, place the “ALPHA DESK 
TRAY” on your desk today, and you will 


find real joy in tomorrow’s work! 





You can locate the necessary paper which is quite 
often mislaid or neglected when covered up or mixed 
with other unnecessary literature. This will not hap- 
pen when you place the “ALPHA DESK TRAY” 
on your desk. 

Obtainable in both single and double compartments, finished in olive-green baked enamel. Made of heavy sheet steel, electric 
welded. 

The ALPHA TRAY may also be used for posting statements and ledger sheets with your bookkeeping machines and it has hun- 
dreds of other varied uses. 

You'll find new joy in tackling the morning’s work when it is all assorted in easily accessible, compact form. 

Put the “ALPHA DESK TRAY” to work today. It assembles correspondence, current working papers, and all sorts of “desk 
literature” into one neat, workable unit. If not handled by your office outfitter, order direct. 

























SUPERIO 
EQUIPMENT Co. 
DETROIT. MICH. 


SPECIAL PRICES:—No. 1 Letter Size, Single........ $5.75 No. 1-A_ Letter Size, Double..... . . . $7.25 
PLACE YOUR ORDER TODAY—ORDER BY NUMBER—SHIPPED POSTPAID 
Prices include High Grade Pressboard, Printed Tab Alphabets. Extra for Metal Tabs $2.00 per Set. 


Terms: Shipped postpaid when order includes remittance or net 30 days at Detroit on open account. 


SUPERIOR EQUIPMENT COMPANY, Dept. BS, Detroit, Michigan, U. S. A. 
SALES AGENTS WANTED AT ONCE 




































x 
tee tae: e . 
GREELEY’S Satin Rhinestone Rosettes 
QUALITY BOUDOIRS SHOW ’EM and 
ther b 
One Gitttey Bisck Kid Boudol: SELL "EM 
is the best in the country for > No Stapling—No Sewing. A Leather 
money.” Very nice, but—you have Tongue is attached to the Rosette and 
got to have a_ 36 pair case to this is simply slipped under the vamp. 
— 4 ad Gabe a —— The Foot holds the ornament in place. 
orde’ - 
IN ber heels. BLACK SATIN for 
STOCK aA, Y Lig h 
t 
Deliveries At Once ini s 
36 Pair Cas 
” Immediate Delivery 
Per Dozen Pair $7.20 
A. W. GREELEY 
a 12 Duncan Street ¥ Haverhill, Mass. LINCOLN STORE SUPPLIES COMPANY 
x4 Re 1508 Washington Avenue ST. LOUIS, MO. 





























GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a es groping in the dark.” Advertisers had no 
means of checking a publisher’s statement of nein 
and often these figures were unreliable. 


In six yan the Audit Bureau of Circulation has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the data an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes 
its place. Space buyers no longer find it necessary to 
grope in the dark. 

WML COT There are no dark spots in the Boot and Shoe Recorder 


circulation. Our records are audited by the Audit 
Bureau of Circulations. 
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THE OFFICIAL BOY SCOUT Seavics Sones. 
Regular Army Type Blucher. MUNSO Soft, 
oturdy, strong uppers. Heavy double aa "tales or 
heavy overweight single soles, rubber heels. 
Style No. 547. Little Boys’, $3.25. No. 574, 
Boys’, $4.00. No. 577, Men’s, $4.75. 
No. 588. Heavy overweight single oak 
Boys’ sizes, 1 to 6 only. Price, $4.00. 


sole in 


BOY SCOUT OUTING PLAY 
to Toe Blucher with tan 
veal stay, back stay, ankle patch and _ outside 
counter pocket on the snappy BOBBY BURNS 

Hood sport rubber sole and heel. Brass 


Style No. 731. Boys’, sizes 1 to 6. Widths, C 
and D. ‘Price, $3.00. 


THE OFFICIAL. 
SHOE Tan Elk Lace 


200 copies of this book- 
let free, with your name 


and address. 
last, 


Prices subject to 
change without 
notice. 


ye OFFICIAL gev SCOUT DRESS OXFORD. 

No. her. Medium Shade Tan Calf No. 
Blucher wk, = the snappy BOBBY BURNS 
with wide extended 
heels, brass eyelets and Armstrong cork box. 


Style No. 576. 
Cc, D an 
yee oreigtas, SEASCOUT DRESS onrepe. 


No. 2 leather. 
Calf with match eyelets. 


€ ) 
*cetsion * 


/new shoes 
officially approved by the 
SCOUTS 2 AMERICA 


THE OFFICIAL BOY SCOUT MOCCASIN 
SERVICE SHOE. Medium Shade Tan Elk Moc 
casin Blucher on the MOCCASIN last. Grocord 
sole and rubber heel. Half bellows torque. Brass 
eyelets. Inside ankle patch. 

Style No. 722. yy sizes 1 to 6. Widths, C 
and D. Price $3.4 


THE OFFICIAL BOY SCOUT DRESS ener. 

Medium Shade Tan Calf Bal with heavy 

single sole on the as SCOUT dress last. Rubber 

heels, match eyelets. 

sive No. 545. Gents’, fin 9 to 13%. Widths, 
and E. Price, ‘$2.95, 


A Scout shoe for every need. That’s what the Boy Scouts have been 
demanding, and the national organization has authorized The Excelsior 
Shoe Company to make the official Boy Scout and Seascout Shoes—/ 
different styles, each for a special purpose. 

Excelsior dealers are going to cash in on this new appeal. Just the 
thing to give business the boost it needs. If you can sell ordinary shoes 
you can make a sales record with these new Scout Shoes. 


They please the boy, and the Excelsior quality appeals to the parents. 
Mass production gives you a high-grade shoe at a profit-making price. 


Our INSTOCK SERVICE will keep you 


Just make up a trial order. 
supplied. 


THE EXCELSIOR SHOE COMPANY 
AUTHORIZED MANUFACTURER OF THE OFFICIAL BOY SCOUT AND SEASCOUT SHOES 


Derarimenit B PORTSMOUTH, OHIO, U. S. A. 


yee OFFICIAL BOY SCOUT DRESS OXFORD. 

1 ieather. Medium Shade Tan Veal 
Blucher Oxford on the snappy BOBBY BURNS 
last with wide extended leather soles, rubber heels, 
match eyelets and Armstrong cork box. 


Boys’, sizes 1 to ‘6. Widths, B, ave No, 725. Boys’, sizes 1 to 6. 
d E. Price, $4.00. . D and E. Price, $3.45. 

ke OFFICIAL SEASCOUT DRESS OXFORD. 
No. 1 leather. Same as above, in Black 
ea 


leather soles, rubber 
Widths, B, 


Same as above, in 


Use the advertising suggestions ia the spring catalog 
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No. 2940 
The “Charmaine E” Model in White Cabretta 


_— of specialization have enabled us to 
build extra good value into our shoes. Add 

to this our variety of styles and you have the 

kind of footwear dealers can sell at a profit. 


DINGLEY-FOSS SHOE COMPANY 


Manufacturers to the Wholesale Trade 


AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 
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The Sweetheart 

Black Patent 

Spike and Cuban Heels 
AA-O 







Wellesley 
Smoked Elk 


“‘Bearfoot’”’ Sole 








$3.75 
Tan Calf 
—, 7 
an 
Phoebe 
White Kid $3.60 


Spike and Cuban Heels 
AA-C 





These shoes are exceedingly 























active now. Not only are they 


The Slave Strap 
Black Patent 










. 

e 

; 

ote ek Satin safe for present selling, but — : 
Spike Heels Tan Calf 

$4560 . ks a 

Parchment Kid each one makes a claim for Bana 

mar tae wante Gets 
future profit. Each one will eS ae 


snap right into action the mo- 


ment you show it! 






Yours truly 











Geo. M. Rosen, 
Songee pnts Pump ’ i 
ack Patent 
Spike Heels : Gen l Mgr. Radcliffe 
Same on Square Toe Gun Mett Calf 
Spike and Ouban Heels Crepe Sole 
$1.00 B and © 
Black Rib Satin 68.60 
(With ornament) White Calf 7 
saa Ned Leather Sole 3 
Black Patent Vamp, —_ = 
Brown Tweed Lea- Bearfoot’’ Sole 5 
ther Quarter B and C : 
Spike Heels $4.00 
B.S White Calf 
e 
Spike Heels eee. f pate 
AA-O $4.25 
Fl i . ; 
Brown ee Satin Tan Calf 
Ay, wide Crepe Sole 
Silver Kid 
Spike Heels 


$4ss 57 Lincoln St. Boston, Mass. 











March 10, 1928 


BOOT AND SHOE RECORDER 





WHo’s WHO ON ‘THE ROAD 
















A F. ELLIOTT, sales manager of 
¢ Dan Palter, Inc., is calling on 
his accounts in California. Mr. Elliott 
reports that an additional floor has 
been taken by his concern at their 
bench-made-shoe plant, 663 Broadway, 
New York. 


ESTER  B. 
EMERSON 

now sells the Peck 
Shoe Co. line of 
Worcester, Mass., 
in Metropolitan, 
New York. He 
was formerly a 
member of Craig, 
Reed & Emerson, 
makers of men’s 
shoes of Brockton, 
and is a member 
of a representative 
New England 
“shoe family,” 
with a background of several past gen- 
erations identified with the shoe in- 





L. B. Emerson. 


dustry. Mr. Emerson is a keen stu- 
dent of the men’s shoe business. He 
says: “The construction of Peck 


shoes, notably the “built-in, Sta-Smooth 
Innersole” offers the trade an approved 
comfort feature, easily demonstrated, 
and quickly asserting its merits to the 


ARRY T. SEAGRAVE, who has 

called on the Coast trade for 20 
years, is now making the Bay Cities 
for William-Marvin Company, San 
Francisco.— (UTPS) 


W. FIGEN- 

¢« BAUM, who 
for many years 
prior to 1918 cov- 
ered Ohio, Indiana, 
Kentucky and Ten- 
nessee for the John 
Foster Co. of Be- 
loit, Wis., now out 
of business, has re- 
cently joined the 
salesforce of the 
Conrad Shoe Co. 
of Brockton, Mass. 
Mr. Figenbaum at- 
tended the recently 
held Indiana Shoe Retailers’ convention 
at Indianapolis, and the Ohio Valley 
Shoe Retailers’ Association convention 
at Columbus, Ohio, and reports meeting 
many of his old friends. “I am doing 
a splendid business on the Conrad fast- 
selling line, in-stock line of men’s shoes 
which I am carrying in my old terri- 
tory,” says Mr. Figenbaum. 





A. W. Figenbaum. 


Abate At Once Pullman Surcharge—Reads Recent Legislative Resolution 


by Former Salesman, Now Congressman, Yon 


By HELEN M. HANEY 


> ASEY JONES of Los Angeles, who 
represents the Holland Shoe Co., 
reports that he is enjoying a good busi- 
ness and that his customers have a 
bright outlook on 1928. He says that 
his sport shoes are fast sellers. 








WRITE TO YOUR CONGRESS- 
MAN 


Boston—Once again, the offensive 
Pullman Surcharge matter has been 
brought into the field of vigorous 
protest under the leadership of Con- 
gressman Tom Yon, formerly_ shoe 
traveler for the M. C. Kiser Co. of 
Atlanta, Ga. Congressman Yon was 
a speaker at a recent meeting of the 
Boston Boot and Shoe Club and while 
in “The Huh” visited National Secre- 
tary T. A. Delany. The N. S. T. A. 
has been most insistent for the re- 
peal of the Pullman Surcharge, and 
the matter has been pending for 
several years. One of the first moves 
of Congressman Yon on his election 
to the National House of Represen- 
tatives was to put the machinery 
again into motion before the first 
session of the 70th Congress. The 
following resolution was introduced 
bv him as “H. Res. 106,” and this 
was referred to the Committee on 
Interstate and Foreign Commerce, 
and ordered to be printed: 

“Whereas the Interstate Commerce 
Commission, in the matter of charges 
for passengers traveling in sleeping 
end parlor cars, decided on Januarv 
25. 1925. that because other adjust- 
ments of freight rates demand more 
prompt attention than passengers in 
sleeping and parlor cars, which 
amourts on the whole to approxi- 
mately $35,000.000 per annum: and 

“Whereas said Interstate Commerce 
Commission has subsequently refused 
to grant the reduction of freight rates 
on agricultural products, which ad- 
justments, in their opinion, demanded 
more prompt attention than passen- 
ger fares: Therefore, be it 

“Resolved, That it is the sense of 
the House of Representatives that 
the surcharge for passengers travel- 
ing in sleening and parlor cars should 
be immediately abated and discon- 
tinued until such time as reduction 
of freight on agricultural products 
shall require the same to be rein- 
stated.” 

Congressman Yon urges each trav- 
e’er, and each member of the trade 
to immediately write to their Con- 
gressman to suppurt this bill, and to 
eompel the Interstate Commerce Com- 
mission to explain why such dilatory 
methods have been used in killing 
this old, “war-time” measure; that 
railroads have been showing in- 
creased revenues, and that there is 
no reason why the shoe business, 
already heavily burdened with costs, 
should not be relieved; that the less 
the expense of selling shoes, the less 
will the public have to pay for shoes 
—thus making for greater volume 
of business; that the more goods 
sold, the greater the freightage and 
the greater ultimate returns to the 
railroads. 














S. T. A. regional directors, re- 

* appointed by President Homer 
H. Beals are: Harry P. Lynch of 
Boston; Clarke Browning of San Fran- 
cisco; Halsey Elwell of Chicago; Frank 
J. Weber of Cincinnati; C. H. Russell 
of Kansas City. 





AURICE B. 
ADES joins 
the Friedman- 
Shelby branch of 
the International 
Shoe Co. as spe- 
cial  representa- 
tive in Louisville, 
Ky., with offices in 
the Starks Build- 
ing. Mr. Ades for- 
merly owned and 
operated the L. & 
N. Shoe Store in 
Louisville, and is 
secretary of the 
Louisville Shoe Dealers’ Association. 
Mr. Ades reports a nice business in 
that section, and is making efficient 





a7s 


Maurice B_ Ades. 


efforts to put “Red Goose” shoes 
“across.” 
HARLES A. GLEASON, who 


covers Pennsylvania, part of New 
York, and part of Massachusetts for 
the Wise & Cooper Shoe Co. of Auburn, 
Me., reports that in colors, the honey 
beige, the French beige, with rose tints, 
and the marron glace kid shoes are 
moving well; also that his orthopedic 
feature shoes are popular numbers. 
Straps and step-in effects are good sell- 
ers, he says, in heel heights from 15/8 
for walking purposes up to 20/8’s. 


OWARD J. 

E N GQUIST 

has been selected 
as exclusive repre- 
sentatives of the 
lines of “Kozy 
Komforts” leather, 
satin and shearling 
woolskin slippers, 
in padded soles 
and flexible outsole 
constructions, and 
the new lines of 
covered wood heel 
merchandise. Mr. 
Engquist, or 
“Howard,” as everyone in the Chicago 
market knows him, has been selling the 
shoe trade in this section for the past 
twenty years. “Howard” is enthusiastic 
over the new Kozy Komforts Slipper 
lines, and is now out on the territory. 
Walter G. Wagner, who has been asso- 





Howard J. Engquist. 
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TRADE MARK 


A front gore pump with a 
leather heel 


Front gore sandal, 309 last. 14/8 
leather Cuban heel. Wingfoot fiber 
top lift. Built-in steel arch supporting 
shank.. Goodyear welt. 

Style 294—Black Kid 
Style 295—Patent Leather 


IN STOCK 
Widths AAA and AA 
Sizes 5 to 9 
Widths A to EEE 


Sizes 314 to 9 


We know you will like the way it fits, be- 
cause it is built over our 309 combina- 


tion last. 


We are sure that it will not lose its fitting 
qualities; it is cut from good substantial 
materials and is French bound all 


around. 


We know it will give good service, for it 
has a good plump outersole, a 6 iron 
solid leather innersole, the very best grain 


leather counter, and a solid leather heel. 


We are confident you will not regret put- 
ting it in for it can be retailed at a moder- 
ate price, and meets a growing demand 


for dress types with leather heels. 


. ‘. 9° 
It is not an “‘in-and-outer’’: When you 
want sizes quickly, you will find us pre- 


pared to supply sizes quickly. 


Why not put it in now? Your order will 
be filled within 24 hours of receipt. 


37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W..Madison St. 











March 10, 1928 





ciated with Mr. Engquist for the past 
ten years, will assist in handling the 
Chicago office and trade. Offices and 
sample rooms are maintained perma- 
nently at 218 South Wabash Avenue, 
Room 715. 





|. jppneneng forty members of the Chi- 
cago Shoe Travelers’ Association 
of Chicago attended the meeting of the 
organization called for Feb. 25 at 
Hotel La Salle. Six membership appli- 
cations were favorably considered and 
a fine program of speakers livened the 
meeting to a high point of enthusiasm. 
A. C. Klein, formerly active in the Mil- 
waukee association, and now manifest- 
ing a fine interest as a member of the 
Educational Committee in the Chicago 
body, gave an excellent address on 
“Selling the House.” He stressed the 
necessity of impressing the buyers with 
the high standing of well intentioned 
manufacturers over and above just 
selling a bill of shoes, and declared 
that to this end salesmen and manufac- 
turers may well work hand in hand. 
Charles Roy, formerly with I. Miller 
Co., and now with Sears, Roebuck’s de- 
partment devoted to retail shoe stores, 
related some interesting experiences of 
his service overseas in Government em- 
ploy during the World War. Secretary 
Chas. L. Heilbrun read an inspiring 
composition along patriotic lines which 
met with a fine reaction from the shoe- 
men. Tom Collins suggested that the 
travelers might well take steps toward 
protecting serious-minded,  well-be- 
haved, members of the fraternity. 





HE Ohio Shoe Travelers’ Associa- 

tion, at a special meeting held Feb. 
17 at Columbus, voted to give up the 
clubrooms which have been maintained 
in the Wesley Block for several years, 
and to make the Chittenden Hotel the 
headquarters for the association. This 
action was taken because most of the 
members are on the road a greater part 
of the time, owing to changes in mer- 
chandising conditions in the shoe trade. 
Harlan Rhoades is president and Rich- 
ard Hock, secretary of the club. The 
associdtion intends to soon start a 
membership campaign.—(UTPS) 





HE Commonwealth Shoe and 

Leather Co. recently devoted a 
week to its semiannual sales confer- 
ence. Every moment of the time was 
taken with intensive work in diligent- 
ly searching after and setting forth 
the conditions of the industry. as they 
affected the particular problems of 
production and sales of. the Common- 
wealth line. New lasts and patterns 
were studied, and conferences with the 
various department heads, individually, 
and collectively, were held. The New 
York advertising counsel of this firm 
and other outside experts were present 
in an advisory capacity. All of the 
salesmen covering the country from 
Coast to Coast were present for the 
entire week’s session. “There was no 
time for any indoor. or outdoor sports.” 
says Treasurer Paul Jones. “All 
present tended to their knitting. 
Everyone expressed himself as well 
pleased with the “all-business” pro- 
gram, and salesmen are now in their 
territories, with a well-grounded con- 
viction that they are properly equipped 
to get what business there is in our 


grades.” 











“Al” L. Smith of New York, who 
covers the large cities from Har- 


risburg, west; and Maryland, 
Virginia and Delaware for the 
Florsheim Shoe Co. of Chicago 


A TRIBUTE TO FELLOWSHIP 


At a recent meeting of the Chicago 


Shoe Travelers Association, Secretary 
Chas. L. Heilbrun read the following 
beautiful tribute to shoe trade fellow- 
ship by Charles W. Evans, Past 
President of the national body, in 
recognition of the Chicago Associa- 
tion’s sympathy expressed in its floral 
tribute, on the occasion of the death 
of Mr. Evans’ mother. 


My Dear Associates: On Sun- 
day night, January 30, we re- 
ceived a telegram advising us that 
my mother had just passed away, 
and as we left for her home, 
Seward, Neb., on Monday I had 
only time to get transportation 
and attend to some personal mat- 
ters before leaving Chicago— 
therefore went away without see- 
ing any of the boys other than 
our good friend and neighbor. 
Ned Ray, who drove us to the 
station. So, try to imagine my 
surprise to have a floral offering 
laid upon mother’s casket from 


The Shoe Travelers of Chicago. - 


Boys, it touched my heart as it 
never was touched before, and I 
thus realized the true meaning of 
Fellowship, for when one is in 
the haze of deep grief, the 
hand of fellowship means more 
than wealth. 

I have always enjoyed your 
companionship, but never before 
had I really known what it 
meant, but now I realize that it 
means more than honor—more 
than success, and more than 
wealth; and it prompts me to 
say I would give of my brawn, 
of my substance, yes, of my all— 
all but of my soul—for real fel- 
lowship. And may you all learn 
the worth of fellowship as you 
have taught it to me. 

Again I want to thank you, 
and Mrs. Evans ioins me_ in 
thanking you for fellowship. Cor- 
dially, C. W. EVANS. 
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A. BRIGGS, otherwise known as 
¢ the New York State’s “Red Goose 


Man,” will move his office to larger 
quarters in Room 310, Walbridge Bldg.. 
Buffalo. Mr. Briggs was formerly in 
Room 709 of the same building. This 
move is made, Mr. Briggs states, for 
the benefit of his customers. Mr. Briggs 
is “Empire State” salesman for Fried- 
man-Shelby branch of the International 
Shoe Co., with headquarters in St. 
Louis. His office is open all day and 
evening on Mondays; at any other time 
by appointment. 





RANK R. RUSSELL, of Minneap- 

olis, is now representing the Hunt- 
ington (Ind.) Shoe and Leather Co. in 
Minnesota and the Dakotas. With his 
longtime experience in the retail shoe 
trade, Mr. Russell is in position to ren- 
der practical assistance to buyers of 
“Barker Brand” shoes in getting the 
merchandise off the shelves as well as 
into the receiving rooms. 


ARNEY SOLAR, well known sales- 

man and style man for the Bresna- 
han Shoe Co., of Boston, ‘recent- 
ly made a record flying trip, from San 
Francisco to Chicago, leaving “The 
Golden Gate City” on Friday morning 
at 7 a. m., and arriving at “The Windy 
City” at 5.45 a. m., on Saturday morn- 
ing; then, in order to keep an im- 
portant business engagement in New 
York on Sunday, he “hopped” onto the 
Twentieth Century from Chicago, and 
“made it,” covering a Coast-to-Coast 
jump in a remarkably short time. 
Barney took his flight with the air 
mail pilot, and when the RECORDER re- 
ceived the telegram from him, sent 
just prior to the taking off, he was 
flying high over the Rocky Mountains. 
Landing was made at the Municipal 
Field, Chicago, after a thrilling trip. 
Barney reports that red kid shoes are 
very strong on the Pacific Coast; he 
also reported a splendid business. He 
says that black is selling about 60 per 
cent, and that the factory is now get- 
ting out a new color of brown with a 
dash of red in it, on a tone a little 
darker than a marron; he says that 
the demand is for beautiful and dainty 
strap patterns, built on lines of simple 
elegance. 





RTHUR O. KLEINBERG of 
44 Cleveland, known as Art. Klein- 
berg to all of his many friends on the 
road, now represents E. Pieken- 
brock & Sons Co. in northern Ohio 
territory. Art, who is very proud of 
his line, is “stepping on the gas,” and 
says that he will “put it across big or 
die trying.” 


RED C. EARL, active and widely 
known shoe traveler of the Cen- 
tral West, with headquarters at Room 
801 Baltimore Building, Chicago, rep- 
resents William Henne & Co., Inc., and 
the Bates-Dow Co., Inc., both of Brook- 
lyn. 
Through an inadvertence in wording 
the recent mention of Mr. Earl in this 
department in our issue of March 3. a 
wrong impression was unintentionally 
imparted that he no longer represents 
the Bates-Dow line. This correction is 
willingly published in justice to all 
concerned including RECORDER readers. 
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Now’s the lime ‘Vo Plan Your 
Canvas Footwear Stock 


Good Season Ahead—Children’s Sixes Sell Best—Big Boys are 
Often Most Correctly Fitted in Men’s Shoes 


two months away. Rubber footwear manufacturers 

predict a big trade for retail shoe merchants on 
canvas rubber soled shoes during the late spring, sum- 
mer and early fall of 1928; rubber shoe manufacturers 
state that retail shoe merchants generally seem to feel 
the same way, as they have ordered heavily on canvas 
rubber soled footwear. The new goods will begin to 
arrive at the stores about the first of April. In the 
meantime, rubber men report that business just now 
is “between hay and grass,” with conditions compara- 
ble to those of 1921, as far as gaiter stocks and ordering 
of gaiters are concerned. The winter weather, with 
the exception of the Northwest and an occasional flurry 
here and there, was mild, and outside of cuff overshoes 
and light rubbers, galoshes did not move as quickly as 
many dealers expected. Consequently, merchants gen- 
erally are well stocked. December, the “key” month of 
the year, did not prove as profitable a one as was an- 
ticipated, with the result that rubber makers report 
collections a bit slow. 

Both merchants and makers, however, are looking 
forward optimistically to canvas rubber soled footwear 
as a popular seller for the months just ahead. “For,” 
argue they, “the utility of canvas is the first thought 
in the minds of the great majority of the public at the 
present time. If one talks to the folks in their com- 
munity about the 
utility, the many real 
advantages to them 
in the purchasing of 
canvas rubber soled 
shoes, this type of 
footwear is soon 
sold.” In addition to 
the long line of 
sports’ devotees, to 
which this kind of a 
shoe is absolutely 
essential, there are 
its vacation users, in 
which classification 
the boys and girls of 
every community 
stand out prominent- 
ly. Successful stores 
carry the majority of 
their sizes in canvas 
rubber soled shoes in 
youths’, misses’, chil- 
dren’s and _ boys’ 
ranges of foot meas- 
urements. Big boys, 
who are heavy users 
of canvas rubber 
soled shoes, require 


(0 mon rubber soled shoe wearing time is only 








Suggestion for an early spring trim. Artificial flowers and foliage can 

be used on a pale green, draped, background. The “slate” screen, with 

books, and other school room equipment, help the “silent salesman” window 

to move more pairs of canvas = soled shoes on to the feet of “the 
kiddies.” 


men’s sizes, and frequently it is necessary to carry a 
goodly supply in sizes as large as 6 in men’s. Besides 
the young folks’ summer vacation and school-days’ play 
shoes, canvas rubber soled shoes are stocked heavily by 
many retail stores as men’s and boys’ work shoes. It 
is well, also, to carry a small stock of women’s canvas 
rubber soled shoes—the amount varies with each mer- 
chant’s clientele. 

Canvas rubber soled shoes are volume sellers to the 
boys and girls in many sections as soon as the first of 
May, especially where dealers dress up their windows 
and store interiors with these shoes early. Children 
like to wear canvas rubber soled shoes to school because 
they are synonymous in their minds with recreation and 
outdoor, warm weather, fronics that are just ahead. 
Parents who have an economical trend of apparel plan- 
ning for their youngsters are quick to grasp the idea 
which the merchant is presenting to them of an inex- 
pensive, good quality, good wearing and good fitting 
foot covering. One of the expert merchandisers of 
canvas rubber soled shoes interviewed recently said 
that he had bought extensively on a quality type of 
children’s canvas footwear, as he felt that people would 
learn, by the late spring, at least, that “leather shoes in 
a similar grade to those purchased last year would be 
higher in price, and therefore that they would choose 
the canvas shoe of good grade, on the theory that they 
could thus give their 
little folks something 
that would afford en- 
tire satisfaction as to 
long wear, good con- 


struction and good 
fitting at a much less 
cost than. leather 
shoes.” 

Successful retail 
shoe merchants are 
looking over their 


canvas shoe _ stocks. 
If a merchant buys a 
canvas shoe of good 
quality and maintains 
prices that will give 
him a_ legitimate 
profit on every pair, 
refusing to be “stam- 
peded” by some other 
merchant who may be 
carrying an inferior 
product, or “slash- 
ing” prices, he will 
“sell more pairs 
right.” A good can- 
vas shoe will give 
a child real service. 
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“ROSALIE” 
Special Process 


B159—Carmel Baby - 





“CLARE” 
Special Process 
22/8 Hee 





“NORMANDY” 
Special Process 


B162—White Kid .... 5.15 
B163—Patent Colt.... 4.85 


“JOSELLA” 
Special Process 
B103—Patent Leather 
with Parchment 
Piped Buckle 
Stra .. 84 









“ACE” “DELILAH” “INA” 
Special Process Special Process 
B101—Patent Leather....$4.65 B126—Patent Leather ...$4.65 Special Process 
B108—White Calf ...... 4.85 B136—Beige Calf ...... 4.85 Cuban and Spike Heel 
“RANGOON” Combination Leather Bow 


B129—Patent Leather ..$4.65 
Croco 


dile Calf . 
q B155—wWhite Calf ...... 4.85 


5.00 
: 5.00 








B296—Honey Beige A, 


Special Process 
BE BEEEE ccencecveves 5.00 


“PRINCESS” B29S—Plaza Grey Kid, 
Special Process MD TE ccs cicccscccs 5.00 
B295—P atent Leather, 
Spike Heel ...cccccceccs 4.75 
106—Patent Leather, 
We BN cccecsvecese .65 
“CLARE” 


Cuban and Spanish Heels 





8152—Genuine Beige Liz- 
ard with Kid to 
MBG .ccccce .. 86.25 


“REGENT” 
«Special Process 


eo re 25 
B232—Patent (15/8 Cu- 
Te santendwans 25 
B226—White Satin (15/8 
“REGENT” Spanish) ........ . 
19/8 Heel B285—Silver Kid (15/8 
eee e 


B150—Black Satin, 
med. narrow toe....$4.35 


B154—Patent Leather, 





Goodyear Welt—Cov. med. narrow toe..... 4.35 

Heel, Collegiate Last B3942—Black Satin, 

B761—Tan Calf with med. round toe..—.. 35 
Lizard Cal B3672—Patent Lea- 


f 
Trim to Match.$5.25 ther, med. round toe. 4.35 





SIZES AND WIDTHS 
AAA ......5 to 8 
4 





AA. ee to 8 

A oe «4 to 8 

B secceeee-d% to 8 “CLASSIC” 

C scccccceed to 8 Goodyear Welt—Cov. 
Heel 


Terms Net 30 Days 
7 BG982—Genuine Amber 




















Twenty-five cents addition- ator -86.50 
al for orders of less than oeine Ta ° 

three pairs TP serve 6.50 
“OKAY” 


Special Process 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 





B192—Patent Leather $4.85 
B108S—White Kid.... 5.15 
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Additional Space Taken to ene 


Southeastern. Shoe Convention 


Association to Pay Expenses 
of Six Buyers Visiting 
Most Sample Rooms 


BIRMINGHAM, ALA.—Response to the 
call of the Southeastern Shoe Retailers’ 
Convention has been so remarkably 
good that two additional floors for the 
display of samples have been reserved 
at the Hotel Tutwiler. Twice as many 
reservations have been received from 
both manufacturers and merchants 
than was anticipated. While the South- 
eastern association embraces the four 
States of Florida, Georgia, South Caro- 
lina and Alabama, a number of reser- 
vations have been received from mer- 
chants in other near-by States. 

The convention, coming as it does, im- 
mediately after Easter, on April 16, 17 
and 18, is proving an exceptionally 
good time for both buyers and travel- 
ing men. This will undoubtedly be 
the outstanding buying convention of 
the year. Every member of the South- 
eastern has pledged himself to place 
substantial orders at this time. With 
convention time rapidly drawing near, 
the regular Tuesday noon meetings, at 
which nearly 100 per cent of the 52 
members of the Birmingham Retail 
Shoemen are working as one man, are 
being supplemented by Sunday morn- 
ing meetings. These latter meetings 
are attended by the heads of all com- 
mittees. 

Dave Fienfield and his committee on 
the Style Show report the snappiest 
lot of models ever assembled are re- 
ceiving their daily training for the 
three-day noon-time Style Reviews. 
Hubert Steele of the Entertainment 
Committee has mapped out a complete 
instructive program, in which Getting 
More Shoes Sold Right will be dis- 
cussed right on the floor by many mem- 
bers. 

Two new additional startling fea- 
tures are announced. The association 
is offering to pay the expenses of six 
buyers, from the time they leave home 
until the time they return home. This 
will include all hotel bills, railroad 
fares and all other such expense as 
they may incur. This is being offered 
to the six buyers who visit the most 
sample rooms during this convention. 
When they call in a sample room, they 
must register in a book, which will be 
furnished to the traveling men by the 
association. This book will later be the 
property of the salesmen in whose 
rooms the merchants register. As 
proof that the merchant visited the 
room, the salesman will give him a 








whether or not additional prices will 
be given to the merchant who places | 
orders for the greatest proportion of | 
his summer business during this con- 
vention. 

To insure the buyers and salesmen 
being on the job early mornings, a real 
family style country breakfast of 
genuine Alabama Ham and Aigs will 


be served each of the three convention | 


mornings from 7.30 to 9,00 at the Tut- 


wiler. These breakfasts will be com- | 


plimentary to all who register. De- 
tails on the big barbecue, dance, ban- 
quet, stag smoker and trip to the steel 
mills have been completed. 


Birmingham will have ample first | 


class hotel accommodations for all 
visiting shoe merchants at no advance 
from the regular prices. While the 
Tutwiler is designated as the official 


EV ERY WEEK 





= 


Fort Worth Shee Men 





¢ 2 
| Stage Series of Dances 


Fort WortH, Te’. (UTPS)—The 
| dance, March 8, at The Texas, one of 
| the leading hotels here, was the first of 
a series of entertainments sponsored by 
the shoemen of Fort Worth. A subscrip- 
tion dance, the affair was open to th2 
| general public and a two weeks’ ad- 
vance ticket sale was undertaken for it. 
The shoemen are raising funds to 
| meet the expenses of the joint conven- 
tion of the Southwestern Shoe Retail- 
| ers’ Association and of the Southwest- 
ern Shoe Travelers’ Association, which 
will meet in this city next year. 

Dave L. Tandy is general chairman 
of the convention committee, and was 
in charge of plans for the dance. He 
| was assisted in directing ticket sales 
by R. E. Bell, past president of the 
Southwestern Shoe Travelers’ Associa- 
tion. 


Nashville Merchants 


hotel for the showing of samples, con- | 


vention headquarters and meetings, ad- 
ditional rooms may be had right around 
the corner at the Hotel Redmont, which 
is under the same management. Ad- 
vance hotel reservations should be made 
without delay to Nathan Marlow, 613 
Farley Bldg., Birmingham, Ala. 











Star Salesmen 


BIRMINGHAM, ALA.—Jack Da- 
vis, shoe buyer for Loveman, 
Joseph & Loeb, believes that three 
of his salesmen have hung up a 
one day sales record that will 
stand in Birmingham for some 
time. Wilson Bowden, H. Rosen- 
berg and Peter Watson collective- 
ly sold over $1,500 during the 
Leap Day sale, February 29. 
These three Mustgettheir’s led 
the rest of the sales force that 
day by a large margin. 























Middle Atlantic 1929 
Convention Date Set 


PHILADELPHIA, Pa.—Cal. Mensch, 
managing director of the Middle At- 
lantic Shoe Retailers Association, an- 
nounces the dates for the association’s 
next convention, which will be held in 
Philadelphia, as Jan. 21, 22 and 23 
1929. Plans are already formed in such 
a way, says Mr. Mensch, as to assure 
the best convention and style show ever 
staged by the association. Convention 
plans and other matters will be dis- 
cussed at a board of directors’ meet- 
ing, to be held here March 19. 


to Dine Employees 


NASHVILLE, TENN. (UTPS)—Plans 
for the semi-annual “Get Together” 
| banquet, which the Nashville Shoe Re- 
| tailers Association will give to their 
| employees on March 29, were perfected 
at a recent meeting of the association. 
The dinner represents a distinct effort 
on the part of shoe retailers to bring 
about a _ better understanding and 
closer cooperation between the em- 
ployer and the employee. 
| A good program and dinner are as- 
| sured with the appointment of the fol- 
lowing committees to arrange for it: 
Morris Ellis, speaker; Harry Young, 
J. D. Gillis and R. C. Barr, entertain- 
ment; A. C. Mifflin. Louis Herschoko- 
vitz and J. T. Dollard, location and 
menu; J. E. Calloway, Will Clements 
and Howard Ashley, prizes; Allen 
Meadors, Joseph Shepard and R. C 
Barr, attendance, and Will Carr, Mor- 
ris Shyer, Pat Geary and Gus God- 
fried, reception. O. H. Manss is presi- 
dent of the local association. 


White Opens New Dep’t 


Boston, Mass.—Elmer Millett is in 
charge of the new Junior Modern Shoe 
Department of the R. H. White Co., 
featuring sizes from 2% to 8, in AAA 
to C. Many women patronize this de- 
partment who enjoy trading in a sec- 
tion thus named rather than one called 
“Growing Girls.” Models are as style- 
ful in this section as can be found in 
“smartest” women’s. shoe sections. 
Among the new creations are “French” 
or short vamps and high heels. Me- 
dium Cuban and lower heels are still! 
carried, however. There is also a wide 

range of dress sport numbers. 








signed card. It is still undecided 
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“BEAUTY 
ARCH” 


“PEGGY” 
B-4013—Black Satin 
last, 20/8 Spike Heel. 


AAA, at ot 1%-8; A, 4-8; 
3%-8; C, 3-8. 





$4.60 
White Kid Lining, 2003 Round Toe 


‘itil New] Fast Ones in Stock!— 


“FOOT 
DARLING” 


“TANAURA” 


B-4014——Congo Beige Kid. ..$5.00 
Cutout Quarter, 1401 Medium Toe 
Last, 14/8 are Cuban Heel. 
AAA AA. 4%-8; A, 4-8; 
3%- 8; , 3-8; D-3 4-8, 


’ 


“BEAUTY 
A 


“LUREEN” 


B-4015—Patent $5.00 
as Ta Kid Lining. 14038 Round 
Toe Last, 14/8 Covered Ouban Heel. 
AA, 5-8; AA, 4%4-8; A, 4-8; 
B, 3%-8; C, 3-8. 








“BEAUTY 
ARCH” 


“PERLE” 


B-4011—Patent 
~— Round Toe Last, 
20/8 Spike Heel. 
414-8; A, 4-8; 


AAA, : 
314-8; C, 8-8, 


“BEAUTY 
ARCH” 


“BARRETT” 


B-4005—Patent 
1701 Medium Toe Last, 
17/8 Spike Heel. 
AAA, 5-8; a. 414-8; 
B, 3%- 8; 


, 4-8; 
, 8-8; D, 34-8. 


“BEAUTY 
ARCH” 


“BARRETT” 


B-4006—Black Satin 
1401 Medium Toe Last, 
14/8 Covered Cuban Heel. 
AAA, 5-8; AA, 4%4-8; A, 4-8; 
B, 3%-8; C, 3-8; D, 3%-8. 


EIGHT MORE PROFIT-MAKERS IN STOCK 


“FOOT 
DARLING” 


“TANAURA” 


B-4009—Oxide Black Kid. .$4.50 
1401 Medium Toe Last, 

4/8 Leather Cuban Heel. 
B-400 Pere 
Same including 14/8 Leather 

n Heel. 
AAA, 5-8; AA, 4%-8; A, 4-8; 
, 3%-8; C, 8-8; D, 34-8. 





TERMS: Net 30 Days. 











“BEAUTY 
A 


“BARRETT” 


B-4000—Patent 
1401 Medium Toe Ia 
14/8 nd sy Cuban fiecl. 
B- $4. 


AAA, 5-8; rs 4%-8; A, 4-8; 
B, 3%-8; , 8-8; , 816-8. 


SHERWOOD SHOE 


NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg. 


A 
F. J. Le Pine, 1618 Republic Bldg. 


Wn? VERT NER NET? NENT NENT NENT SENT AER NEN NENT ERT 


ROCHESTER, N. Y. 


PHILADELPHIA, PA. 
W. FF. er So. 4th Street 


LO 
G. C. aoe, sti aren Hotel 
AN FRANCISC 
R. mA. 4, Hotel a 


evi 


“DR. 
DARLING” 


“MAYBEL” 


B-4010—Lustrous Black ae. ‘aon 00 
401 Medium Toe La 

AAA, 5-8; AA, 4%-8; — 
; OG, 8-8; also D and ES $i,3 





25c. Additional for Orders 
Less than Three Pairs. 


CO., Inc. 
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8000 Attend Bullock’s 
Spring Style Show 


MONTGOMERY, ALA.—The Spring 
Style Show of The Bullock Shoe Co. 
was elaborately presented and enthu- 
siastically received by packed houses 
the evenings of March 1 and 2. Crowds 
estimated at about 4000 attended this 
show at the local City Auditorium each 
night. Admission was free, but tickets 
had to be secured from the partici- 
pating firms in advance. 

This semi-annual event of Montgom- 
ery’s leading shoe store is held regu- 
larly preceding the spring and fall sea- 
sons, and authentic style information 
is presented that accurately influences 
later buying. 

The Style Show was presented with 
the cooperation of a leading women’s 
ready-to-wear store, which features 
garments, wraps and millinery, and 
the expenses attendant to the staging 
of a show are equally divided between 
the two concerns. Programs are dis- 
tributed at the show which fully de- 
scribe each showing of different types 
of costumes, and in the showing of 


popular priced ensembles each partic- | 


ular part of the outfit is priced. Slip- 
pers, hosiery, millinery and garments 
were all well chosen to perfectly har- 
monize, each cooperating store realiz- 
ing. the importance of the completed 
costume. 

Slippers used in the show were well 
chosen from the different prevailing 
types of spring footwear. Shades of 
colored kid predominated in the show- 
ing, including honey beige kid, honey 
dew kid, moire kid and others of the 
‘lighter shades which promise to be well 
received for spring. Some few light 
suedes were displayed, but the demand 
seems to run more to the kid leathers. 

The always popular patent leather 
and black satin were effectively used 
in many models, also, to correctly har- 
monize with the particular costume. 
Cuban or spike heels were the mode, 
according to the kind of garment with 
which displayed. Strap and tie models 
were predominant in the showing, an- 
swering the popular demand in that 
city for such styles. D’Orsay pumps 
and stepin effects in attractive bench- 
made patterns were used, however, and 
much admired. 

The show was well advertised with 
display ads, and free publicity which 
created unusual interest and was pre- 
sented in a most creditable manner, 
which is certain to produce great re- 
sults for The Bullock Shoe Co. and the 
other firms cooperating. 





New Men’s Shop for Detroit 


Detroit, MicH.—A colorful and 
otherwise attractive men’s shoe shop 
is scheduled to open in the big Gen- 
eral Motors Building, Detroit, late in 
March. The new establishment will 
be operated under the name of the 
Motors Boot Shop, under the direction 
of S. A. Plotter, previously with the 
Detroit branch of the Chisholm Boot 
Shops. 

Eight and ten-dollar retail prices 
will prevail and the taste in arranging 
decorative detail and comfort features 
augurs well for the success Mr. Plotter 
deserves. 











Chisholm’s Foot Clinic 


CoLuMBuSs, OHIO (UTPS)—The Co-| 
lumbus store of the Chisholm Shoe Co., 
has engaged Dr. John M. Hiss, well- 
known joint and bone specialist, to hold 
foot clinics at the store, 9 South High 
Street, each Wednesday between noon 
and 2 p. m., to advise people as to the 
best t of footwear to purchase. The 
first clinic was given Feb. 22 and a 
large crowd took advantage of his visit 
and were given advice. 








Introducing New Ohio 
Valley President 





Folks, meet Earl T. Smart of Marion, 
Ohio, who was elected president of the 


Ohio Valley Shoe Retailers Association | 


at the recent convention in Columbus. 
Mr. Smart is a “regular” fellow and 
a mighty good shoe merchant. To him 
we extend our congratulations upon his 
election and to the association our con- 
gratulations in selecting so able a man 
to head its activities during 1928. 





New I. Miller Agency 


BIRMINGHAM, ALA.—I. Miller & Sons 
have placed their agency in the Augus- 
ta Friedman store. This department 
is owned and managed by Henry D. 
Wexner, Inc., of which Mr. Wexner is 
president and treasurer. He operates 
this department in conjunction with 
the I. Miller department in the Phil M. 
Halle store, Memphis. Mr. Wexner was 
with the Kempner store in Little Rock 
for sixteen years, later becoming the 
buyer and manager of the Kempner, 
Hot Springs store for three years. He 
will be assisted in this city by Irvin 
Rovin, who also came from the Kemp- 
ner organization. 





Cox Joins Crittenden 


BIRMINGHAM, ALA—L. M. Cox, 
formerly buyer and manager of the 
shoe department of Friedlander Bros., 
Valdosta, Ga., is now connected with 





| N. Y. State Convention at 





the Crittenden Bootery in the Odum, 
Bowers & White store. 





Syracuse, Sept. 17 & 18 


Syracuse, N. Y. (UTPS)—At a 
meeting of the executive committee of 
the N. Y. State Shoe Retailers’ Asso- 
ciation, held February 23 at the Cham- 
ber of Commerce rooms, Syracuse was 
chosen at the place for the next annual 
convention. This convention will be 
held at the Hotel Syracuse September 
17 and 18, according to an announce- 
ment. 

Burt J. Gosper of Elmira, president 
of the association, presided at the meet- 
ing. The committee in charge of the 
convention will be Ernest M. Park of 
Syracuse, chairman; William F. Toher 
of Oneida, Jesse L. Patton of Schenec- 
tady and Mr. Gosper. W. E. Southard 
of Syracuse will have charge of the ar- 
rangements. 

It is expected that about six hundred 
members of the association, clerks and 
representatives of shoe manufacturers 
will attend. 


Hofheimer Employees 


Hold Ist Annual Dinner 


RICHMOND, VA. (UTPS)—The first 
annual banquet celebrating the success- 
ful completion of a fiscal year by the 
Hofheimer shoe organization was held 
in Norfolk, Va., at the Fairfax Hotel 
with officials from units of the com- 
pany in several Virginia cities in at- 
tendance. Richard D. Hofheimer, vice- 
president, made an address on “Loyal- 
ty,” while D. S. Hirschler, president, 


presided. 

Besides these two officers, those 
present included: W. D. Rosenberg, 
secretary; H. J. Ballard, manager, 


Portsmouth; E. T. Malbon, assistant 
manager, Portsmouth; Mrs. Ruth E. 
Norfleet, secretary to the president; I. 
Solomon, manager, Norfolk; M. Marks, 
recording manager, Norfolk; J. O. Al- 
lard, manager, Norfolk; O. P. Eber- 
hart, assistant manager, Norfolk; Miss 
Vina A. Ven Mett, credit manager, 
Richmond; T. R. German, manager, 
Richmond, and S. L. Clarke, manager, 
Petersburg; M. J. Massey, assistant 
manager, Portsmouth; W. T. Smith, 
display manager, Norfolk; G. W. Bell, 
manager, Roanoke; S. J. Michael, as- 
sistant manager, Norfolk; Mrs. R. N. 
Fitzgerald, accountant, Norfolk; W. 
W. Corbell, manager, Richmond; W. G. 
Williams, assistant manager, Rich- 
mond; J. F. Hofheimer. assistant man- 
ager, Norfolk; Mrs. Esther Johnson 
Eley, hosiery buyer, Norfolk; Mrs. H. 
F. Oranger, credit manager, Norfolk, 
and Miss May W. Brooke, advertising 
manager, Norfolk. 





To Add Children’s Shoes 


CoLumBus, OHIO (UTPS)—The an- 
nouncement is made by Allen Gunders- 
heimer, head of the Fashion, a large 
apparel shop of Columbus, that an ex- 
clusive children’s shoe department will 
be opened on the second floor of the 
store within two months. The Fashion 
recently acquired a 99-year lease on 
the adjoining store building, and the 
second floor will be taken over in its 
expansion program. 
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We need a few very good 


VERY month a few 
unusual young men 

are selected to supply the 
need of this growing 
organization for leaders. 

Almost every one of 
them, by his selection, 
is marked for success far 
beyond the average. 

They are started as re- 
tail salesmen with the 
J. C. Penney Company, 
at good salaries, and are 
advanced to store man- 
agership when they are 
qualified. 

As managers they earn 
good salaries. Also, without financial investment, they 
have a substantial share in the profits of their stores. In 
addition they have an opportunity to share, through stock 
ownership, in the profits of the entire J. C. Penney Com- 
pany chain of 954 department stores. Last year our sales 
were $151,954,620. We do a cash business. 

We try to choose only men who wil// succeed — our 
greatest need is successful men to help us grow and we 
do everything in our power to help them to succeed. You 
can’t push ahead too fast to suit us. Once you learn our 
ways, there is nothing to hold you back except yourself. 

In the reputation of our stores, our system of business 
training and our plan of co-partnership, you will find the 
reason we get good men — the ablest men, we confidently 
believe, to be found in the retail field. 

We especially want young men who are now doing 
well in the retail business but who are seriously thinking 
about their future—where they will be five years, ten 
years, from now. 

If you are that man, if you have a character that will 
bear thorough investigation, if you have had retail selling 
experience in men’s wear, drygoods, or shoes, and are between 
25 and 25 years of age—you are invited to tell us about 
yourself, and we will tell you about ourselves. Please ad- 
dress our nearest office, give your age and experience, 
and ask for our new booklet,.“‘ Your Next Ten Years.” 


The J. C. PENNEY Co. 


Russ Bldg. 
San Francisco, Calif. 
Room 1324 


330 West 34th St. 
New York 
Room 1502-H 


een cr IE PE 


March 10, 1928 


NS 
m t 


y “>> . 
_ > Three Sure Winners 
for Easter 


; ~ New Short Vamps— 
a . In-Stock 
3150—Spike Heels - 
3151—Cuban Heels for Immediate Delivery 
ent, 
wehid ‘Silk Terms—10 %—20 
Days—Express allowed 
No order accepted for 
less than 12 pairs in 
any style. 


Space doesn’t allow us to 
show all of the many beauti- 
ful styles we have In-Stock. 
Hundreds of smart mer- 
chants are making money 
through our quick service in 
fast selling novelty shoes. 
They’re styled right and 
gl i priced right for quick 
Wide $3.85 Selling. 
Samples Cheer/fully 
Submitted 


New Ankle Strap 
6014—Spike Heels 


New Scallop Centre Strap Sandal 
No. 2152—Spike Heels 
No. 3153-——Cuban Heels 

All Patent Leather C Wide $3.50 


Other Snappy Novelties Continually In-Stock 


Aronson Bros. Shoe Co. Inc. 


Boston 213 Essex St. flass. 








1010 Pine St. 
St. Louis, Mo. 
Room 1049-H 





Width 


as well as 





Length 


determined With “The Foot 
Chart.” Gives correct 
size shoe required ac- 
cording to width and 
length of foot. 


Every Shoe Store fit- 
ting shoes needs a Foot 
Chart. No guessing— 
Be sure of size on 
sight. Directions with 
each chart. 


Write us, if your Job- 
ber cannot supply. 











‘The Foot Chart’”’ 


Quick—-Easy and 
Correct 


FRANK W. WHITCHER Co., MFRs., Boston, Mass. 
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‘“‘Rube” Stiefel to Manage 
Peacock Shop in Chicago 











Reuben Stiefel 


CHICAGO, ILL.—On April 1 Reuben 
Stiefel, now of Memphis, and one of 
the best known association men in the 
country, will take up his new home in 
this city, to which he is to come as 
president, buyer and general manager 
of the Peacock Shop, 121 State Street. 
As time goes on he expects, also, to 
devote his efforts to the development of 
other Peacock shops in the large cities 
of the East. This is a line with which 
he is thoroughly familiar, having han- 
dled it for fourteen consecutive years 
while in charge of the J. Goldsmith 
shoe business in Memphis. 

At present Mr. Stiefel and his wife 
are preparing to take a well deserved 
vacation. They will leave Memphis 
about March 15 and go to Miami for two 
weeks, returning direct to Chicago. On 
March 1 the Gayoso Hotel in Mem- 
phis was the scene of a farewell party 
tendered by the Memphis Shoe Retail- 
ers’ Association, and Mr. Stiefel was 
the recipient of a handsome silver 
cigarette case, presented to him, in the 
name of the members, by President 
Robert Love. 

Mr. Stiefel has been with J. Gold- 
smith & Sons Co. for twenty-one years. 





Gutwein Opens Parlor 


Store in Dayton 


DAYTON, OHI0o—“Teddy” Gutwein 
opened his new parlor shoe store at the 
corner of Second and Ludlow Streets, 
across from the Miami Hotel, this week. 
The store is operated under the name 
of the Theo. Gutwein Shoe Company 
and caters to the high-grade trade, 
carrying shoes from $12.50 to $35. 

The store has 46 feet of window 
display space. The interior is decor- 
ated in a color scheme predominantly 
green. The carpet is of apple green 
and the chairs are all upholstered in 
green. The walls are of craftex in 
beige and buff. 

In the Feb. 25 issue of the BooT AND 
SHOE RECORDER it was stated that the 
new firm was incorporated for $25,000. 





This was a mistake. The store has a 
capital of $17,500, all paid-in cash, 
according to Mr. Gutwein, who owns 
95 per cent of the stock and is presi- 
dent and treasurer. 

Attending the opening on Wednes- 
day were Herbert Lape and others of 
the Julian & Kokenge factory, and J. 
Abowitz of Lax & Abowitz, Brooklyn. 


Owsley Transferred 


BIRMINGHAM, ALA.—D. L. Owsley 
has been transferred from the Wohl 
shoe department in the Bon Ton store, 
Louisville, to the Wohl department in 
the Williams store here. 

Theo Partin, who for many years was 
with Chamberlin, Johnson & Dubois, 
Atlanta, is now with the Guarantee 
Shoe Store in their men’s department. 











News Release Covering 
Higher Shoe Prices 


CuicaGo, Itu.—The following 
news release has been prepared 
by President A. H. Geuting of 
the N. S. R. A. for the use of 
member retailers. It was re- 
leased at association headquar- 
ters March 4 and is designed for 
use in papers in all parts of the 
country: 

A. H. Geuting, president of the 
National Shoe Retailers’ Associa- 
tion, today issued a statement to 
the retailers of the United States, 
the keynote of which was that the 
retail price of shoes throughout 
the country must inevitably ad- 
vance to maintain the same 
quality. 

Mr. Geuting pointed out that 
while there is a constant increase 
in the population of the world, 
with an increase of 10 per cent in 
the last decade in the United 
States alone, that the United 
States will suffer more than any 
vther country through the scarcity 
of leather, since in our country 
the head of cattle has decreased 








33 1/3 per cent. 

To quote him directly, Mr. Geut- 
ing said: 

“Just put two and two together 
and you have four. Ten years 
ago there was a visible stock of 
twelve million hides in the United 
States; today the visible stock 
has decreased to three million. 

“Demand is increasing propor- 
tionately with the increasing 
population here in America, but, 
further than this, the demand is 
also increasing in Europe, where, 
in the poorer countries, wooden 
shoes and shoes of straw, particu- 
larly in tropical districts, are be- 
ing increasingly abandoned in fa- 
vor of leather footwear. 

“More than this, there ig an in- 
creasing demand in the same ratio 
in all those trades that employ 
leather as raw material for the 
manufacture of such things as 
belts, bags, sport coats, sport hats 
and multitudinous articles of 








wearing apparel as well as for in- 
dustrial uses.” 




















J. Mortimer Coward Dies 
Suddenly in Cuba 
















J. Mortimer Coward 


NEw York, N. Y.—J. Mortimer Cow- 
ard, grandson of the founder of the fa- 
| mous Coward shoe business here, and 
| head and sole owner of the business 
| since the death of his father, J. Morti- 
| mer Coward, Sr., in December, 1925, 
| died suddenly in Havana of acute indi- 
| gestion on Sunday, March 4. 
| This marks the passing of three gen- 
| erations of the Coward family within 
the space of a few years, the founder of 
| the business, James S. Coward, having 
died five or six years ago. 
J. Mortimer Coward was but 28 years 
| old at the time of his death, and had 
been head of the business a little more 
than two years. In that short space of 
time, however, he had demonstrated his 
| ability as a shoe retailer of high caliber. 
A little more than a year ago, under his 
direction, the first branch of the Coward 
business outside the original store 
founded in 1866 by his grandfather, 
| was established on Forty-eighth Street, 
| and shortly thereafter another branch 
| was opened in Boston. Plans were un- 
der way for the gradual opening of 
| other Coward branches in important 
cities throughout the country. 

Mr. Coward was born in the Coward 
family home in Avenue C, Bayonne, 

| N. J., the son of J. Mortimer Coward, 
| then part owner of the shoe business 
| which bears the family name. He at- 
tended Bayonne schools and was grad- 
uated from the University of Pennsyl- 
vania, where he was a member of 
| Kappa Alpha. 
Most of his early life was passed in 
Bayonne, but following his marriage in 
January, 1923, to Audrey Loder, he 
purchased a home at 333 Ridgewood 
Avenue, Glen Ridge, and later another 
at Rumson, N. J. 
Mr. and Mrs. Coward and their son, 
J. Mortimer Coward, 3d, left last week 
by train for Key West, Fla., and went 
by boat to Havana to join his sister, 
Mrs. Miriam Coward Rice and her hus- 
band, Ernest. The party had expected 
| to return to Florida. Mr. Coward took 
| out a life insurance policy for $1,000,- 
| 000 last July. 
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Patented 
9-1-2 


CAHILL CARTONS 


Are you paying your sales force to juggle boxes— 
or sell shoes? 


Busy stores have put the carton problem on the 
shelf where it belongs—in a Cahill Carton. 


This Carton opens in front. 

It stays on the shelf. 

No litter on floor or seats. 

It keeps the sales person cheerful. 


It makes sizing up and stock-keeping easy, by 
means of the index cards in slots on the “door” — 
at no expense whatever. 


In short—Cahill Cartons are the neatest—slickest 
—most business-like boxes you can put on your 
shelves. 


You can buy permanent stock cartons—or your 
shoe manufacturer can supply you. They cost less 
though made of finer materials. 


Cahill cartons are more beautiful and will stand 
more abuse than any two-piece shoe box ever made. 


Any size—any color—shipped anywhere at low- 
est freight rates. 
Representatives: 
P. S. Delaney—Hotel Statler, Boston, Mass. 
H. N. Landau—64-20 Roosevelt Ave., New York City 
L. J. Marshall—Hotel Coronado, St. Louis, Mo. 


HARRISBURG. Pa 


HARRISBURG, PA. 
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GENUINE BARBOUR STORM- 


WELT, solid 
construction. 


A socalled “cork” welt, often made 
of rubber or artificial leather, with 


one-piece sole leather S < a core of string, jute or paper. 
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Every wideawake shoe merchant realizes the attitude of his customers toward 
“paper” in their shoes. Shoddy substitutes, even in one small detail, may be enough 
to prejudice your customer against a second purchase. 


Remember this when you buy shoes in the Stormwelt styles. First remember that 
“STORMWELT"” is the registered trade mark of the Barbour Welting Company 
and can be used only in connection with the solid sole leather, one piece, Barbour 


Stormwelt. 


All other so-called “cork-welts” are of two-unit construction and the “rib”, or 
top deck, may be, and often is, made of artificial leather with a core of paper or 
string. 


You can avoid any possibility of getting this variety of welting in your shoes if 
you specify Genuine Barbour Stormwelt. 


“The WeatherStrip That's A Leather Strip” 
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Men’s Shoes 


i a ee li eel ection edna! 


WHERE TO BUY 









Shoe Market News 


in the Boot and Shoe Recorder 





Sh EP Oe eT 


NATIONAL NEWS 


SATURDAY, 


MARCH 10, 1928 EVERY WEEK 





HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 





Bright Colors 
Now Due, Say 
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PB SHOE 
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BROCKTON 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 















Richards & Brennan Co., Randolph, Mass. 


——— 


BOSTONIANS 


SHOES FOR MEN 








COMMONWEALTH SHOE & LEATHER Co. 





























Lynn Stylists 


Blues, Greens, and Multi- 
colors Being Tried Out 
in Shops 


LYNN, Mass.—Lynners look for an 
advance in prices at retail during 
March, when the time for marking up 
shoes will be ripe, for the demand will 
be large for new styles for spring and 
Easter. It is reported that stores hav- 
ing fixed prices will split their dollars 
and mark up their shoes by 50 cents a 
pair. This ‘will ease the present pres- 
sure on prices, as well as make way for 
new business at high levels. 

Styles are changing towards a color 
ful Easter. A lot of bright colors, 
blues, greens, greys, white and multi- 
colors loom up in the factories. Rep- 
tile trims are plentiful. Yet blacks 
hold strong. An order booked last week 
by a maker of fine styles, called for 80 
per cent blacks. It begins to look as 
if the markets were being overloaded 
with blacks. 

Dressy sport shoes, a blend of smart 
street and country club styles, are gain- 
ing, according to A. N. Blake, of the 
Watson Shoe Co. These shoes are of 
two fine tones of tan. Heels are 15/8 
high. Some have square toes. Thrifty 
patterns are noted in some shops. They 
cut as low as a foot to the pair, by 
reason of their openings, cut-outs and 
dipped sides. Ordinarily, 1% feet of 
leather is allowed to a pair. So these 
new thrift patterns show a saving of 
% a foot of leather. 

Ninety per cent buckle fastenings is 
reported from one shop. New fasten- 
ettes and trick buckles are boosting the 
style of strap pumps. Some of the new 
straps are the longest and narrowest 
ever seen in Lynn. They weave through 
loops of leather or polished metal. But 
they are so contrived that they fasten 
in a jiffy. A buckle with a snap fast- 
ener is noted in the Colella & Leighton 
shop. The buckle is adjustable, so that 
the strap can be fitted perfectly to the 
instep. The buckle snap fastens to the 
quarter, like a snap fastener on a 
glove. 


Sam Wolf on Vacation 
CINCINNATI, OHIO—Sam B. Wolf, 





Sr., president of The Sam B. Wolf & 
Sons Shoe Company is vacationing in 
Atlantic City. Mr. Wolf left on his 
vacation as soon as his son, Myron, 
vice-president of the firm, returned to 
take charge of business. Myron has 
been on a business and pleasure trip 


Boston Factories Are 
Running at Capacity 


Boston, Mass.—F actories in this gec- 
tion are operating at full capality. 
Wholesalers are busy, also, with a a 3 
nite trend on orders received as 
fewer colors and more simple patterns 
for Easter trade. In women’s lines, for 
instance, black, dainty straps, with Cu- 
ban heels, are strongest in the demand; 
in colors, the brown shades of kid, calf 
and suede are the volume sellers; and 
again the strap patterns with Cuban 
heels are the most popular numbers. 
Many ties and pumps are on order in 
black and brown, with reptile trims a 
favorite. One may note in sample 
rooms red, blue and green kid sandals; 
fancy cutouts in the sandal patterns 
are usually included as a part of the 
vamp design. White kid in straps and 
ties is in good demand, and many cases 
of these shoes will go out from the Bos- 
ton market in the early spring ship- 
ments to dealers the country over. 

Many black satin and light beige and 
black moire pumps and straps are on 
display. The 3/16-in. dainty strap is 
one of the new features on women’s 
shoes. A good volume of business on 
black satin is anticipated by manufac- 
turers of footwear here for summer 
1928. In men’s shoes, the demand is 
still strong on black calf, with many 
rich shades of brown shoes being sold; 
in sport, there is a wide variety of 
black and white and tan and white 
combinations, -with a large variety of 
rubber soles. Children’s shoes show 
many artistic patterns; black patent 
leather with beige trims, and brown 
calf with reptile leathers in ties are 
noted in the new offerings. In the boys’ 
range of new styles at popular prices, 
brown and black calfskin shoes, made 
on the lines of “dad’s,” are built solidly 
to stand the hard usages of play. One of 
the big kid houses ot this city reports 
that there is a good call at present for 
navy blue, as well as dark brown 
shades. Others report that honey beige 
has been in the best demand, with 
white kid growing stronger in the selec- 
tions as the season advances. 





E. J. Office Moved 


CLEVELAND, OHIO (UTPS) — On 
March 1 the Cleveland sales office of 
the Endicott Johnson Co. was moved 
from the second floor of the Old Arcade 
to 1396 West Sixth Street, in the heart 
of the wholesale district. Better park- 
ing space and facilities are now avail- 
able. 

The new office is considerably larger, 
being 72 ft. long and z4 ft. wide, front- 
ing on West Sixth Street. Large glass 
show cases with sloping shelves are 
located on either side of the room run- 
ning nearly the full length. Many new 
advantages are presented to Endicott 
Johnson patrons. W. W. Ward is man- 





to South America. 


ager of the Cleveland office. 
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Shoe Shines from the 
Lamp Socket 


An electric shoe shining outfit is the 
latest device to appear in the shoe 
field. As shown by the accompanying 


illustrations it consists of two parts, 
the chair for the patron or patroness 
and the stool for the shine boy. The 


Sandals, Straps and Ties 
All Popular for Spring 


HAVERHILL, MAss.—Blacks and colors | 


are competing on about even terms in 
local production of spring shoes. Blacks 
are expected to show in growing vol- 
ume as the season advances in the 
popular leathers and fabrics. At pres- 
ent the light kids and suedes share 
about equal favor with blacks in patent, 
suede, and kid. 

Sandals, straps, and ties are all pop- 
ular Easter modes. “Liberal use of cut 
outs and piping is adding smartness 
and distinction to the new season’s 
shoes. There are no radical style de- 
velopments the present season. Lower 
heels are gaining popularity and the 
conservative heights will prevail for 
spring and summer. 

Production locally is at topspeed. 
Local factories will continue brisk, it 
is believed until well after the Easter 
trading period. Full stability of local 
conditions is giving assurance , of 
prompt shipments and adequate time 
allowances on all deliveries. 





Reynolds Back from Trip 


returned from a trip during which he 
called on manufacturers in St. Louis, 
Columbus, Cincinnati and Chicago. 
The trip was planned to introduce new 
numbers in the Reynolds line of shoe 
ornaments, 


brush with which the shin- 
ing is done is a rotary 
brush, driven at high speed 
by an electric motor built 
beneath the stool on which 
the shine boy sits. The mo- 
tor operates from the lamp 
socket. Brushes are easily 
interchangeable. 

Note the windshield ef- 
fect in front of the patron- 
ess, a feature much to be 
desired in these days of short 
skirts. The outfit is being 
marketed by H. E. Schulze, 
Inc., of New York City, and 
a number of New York 
shops have been equipped 


with the apparatus. The 
claim is made that the 
“King Shiner,” which is 


the name of the outfit, will produce a 
high, hard, brilliant shine which will 
outlast the ordinary shine. 


New Firm in Men’s Field 


BROCKTON, MAss.—Ellery M. Blake 
of this city and George L. Wilson and 
Mary E. Wilson of Framingham are 
incorporators of a new shoe firm known 
as the Crossland Co., with principal 
offices in the plant of the Condon Shoe 
Co. of this city. The new concern is 
incorporated in $100,000. The new com- 
pany, according to Mr. Blake, plans to 
manufacture a high grade welt shoe 
for men which will be sold direct to the 
wearer. The shoes will be made in 
the Condon Bros. plant. 


Fair, Chicago Store, 
Buys Williams, Clark 


Cuicaco, ILL.—D. F. Kelly, president 
and general manager of The Fair, Chi- 
cago department store, announces the 
purchase by his company of the good 
will, lasts, patterns and dies of the Wil- 
liams, Clark Company, Lynn, Mass., 
manufacturers of “La France” shoes, 
retailing from $8.50 to $10. 

The physical assets of the Lynn con- 





cern have been shipped to Chicago, and | 


negotiations are in progress for the con- 
tinued manufacture and further im- 


is well known li f 
PROVIDENCE, R. I.—William Reynolds | ee eee o 
of the Reynolds Co. of this city, has | 


shoes by some Western factory. 
“Distributors of ‘La France’ shoes,’ 
said Mr. Kelly to a RECORDER repre- 
sentative, “will have prompt and com- 
plete opportunity’ to continue buying 
these well known ‘women’s’welts, which 
many other retailers, ‘as well as our- 
selves, have handléd for ovér-20 years.” 
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WHERE TO BUY 
Men’s Shoes 
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Makers of Gentlemen’s Fine 
Footwear Since 1850 


JONATHAN ROBINSON 


NorTHAMPTON, ENG. 
Representative: 
F. D. Connor, Manchester, N. H. 








GE 





50 STYLES IN STOCK 
Ready for Delivery om the Dot 


EMERSON SHOE MFG. ©o. 
Rockland, Mass. 


















“oe HAND LASTED 


‘BION F-Revno ios Com 
BROCKTON, MASS. n 


STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetsons 
to Be Snappy” 
THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 
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WHERE TO BUY 
Shoe Buckles 


ee 


~ 


CUT STEEL 
BEADED-RHINESTONE 
“Decidedly Different” 
Importers 
MAISON MANN, INC. 
formerly 


BAUER & MANN 
3 West 20th St., New York 
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TriFar!t & De ALTERIIS 


Importers and Manufacturers 
of 


OUT STBEL BEADED 


RHINBDSTONE 


SHOE ORNAMENTS 
101-103 West 37th Street, 
ew York City 
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gE CUT STEEL— E 
IMITATION STEEL 

1 BEADED 


SHOE BUCKLES 
T «a. 4&4. VEITH, Inc TF 


at 9-11 Rast 30h, New York iad 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 


ar and Salesroo 


25th MULES TS and —- rte 
HIGH SH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. and up 
Ta, Catalog 
sent on 
request 


Two Strap Sandal 


Cc, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 
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the Better Grade 
For the Bette: Tr ade’ 


a Pe 














WHERE TO BUY 
Slipper Supplies 


i i i ll li alia 











of CMroms ABD | nocurrTEs 
The right a ot the right price. 


Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
603 Broadwa New York City 














WHERE TO BUY 
Children’s Shoes 














“ELAM’’ 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


ROCHESTER, N. Y, 
Beston Office: Statler Bidg., Room 532 


in Cincinnati Factories 


CINCINNATI, OHI0O—Production at lo- 
cal shoe factories is higher than it has 
been for some time and manufacturers 
expect an especially good run for the 
next several weeks. Much footwear 
has been shipped for pre-Easter sales 
and factory officials report shipments 
to have been heavier during the past 
two weeks than at any time during the 
past several months. 

Black patent is responsible for a 
large volume of spring orders that 
continue to come in, although colors are 
well in the lead. Light shades of kid 
are best and colored suede has been 
given a warm reception by the trade. 
All combinations and conservative nov- 
elties are being favored, especially 
suede and kid pumps, straps and sport 
oxfords. 

In-stock departments and jobbing 
houses are doing a very satisfactory 
amount of business. February was an 
exceptionally good month for them, in- 
asmuch as many merchants relied on 
these departments for fill-in orders to 
carry them over the in-between season. 
Black is the best jobbing house and in- 
stock department bet at present, al- 
though colors are making an upward 
move for them. 

Credit conditions are reported above 
normal and collections have been very 
satisfactory since the first of the year. 





Survey of Haverhill 
Market Starts Soon 


HAVERHILL, Mass.—The U. S. De- 
partment of Labor will immediately 
undertake a survey of the local shoe 
industry as the result of the joint ap- 
plication of the Haverhill Shoe Manu- 
facturers’ Association and the Shoe 
Workers’ Protective Union. Manager 
Fred L. Cooper of the Manufacturers’ 
Association; President John D. Nolan 
of the Union; and Attorney Joseph 
Bearak, union counsel, conferred in 
Washington on February 21, with 
Hugh A. Kerwin, Director of the Divi- 
sion of Conciliation of the Labor De- 
partment and concluded arrangements 
for the investigation. 

The Federal survey will include a 
comparative study of wages, cests, and 


Production Shows Increase | 


| Shoe Factory Burned 


NortH Mrmp.Lesoro, Mass.—While 
supervising the removal of the last bit 
of material from the Keith & Pratt 
shoe factory which Field Bros. Shoe 
Co. occupied until it moved to its new 
factory in East Bridgewater, several 
months ago, Walter P. Field, president 
of the Field Company, and a helper 
were trapped by flames starting on a 
lower floor and were forced to flee down 
a fire escape. Before firemen could re- 
spond, the flames gained such headway 
that efforts of the firemen to save it 
were futile. The entire plant was de- 
stroyed at a loss estimated at $25,000. 
Most of the machinery had been re- 
moved from the factory but a quantity 
of lasts and other supplies were de- 
stroved. 


| 


Increase in Demand for 
Colors Noted in St. Louis 


St. Louis, Mo.—Gains in shipments 
along Washington Avenue are becom- 
ing more difficult to make with the 
larger houses bending every effort to 
increase the volume. Whether the Feb- 
ruary shipments will surpass those of 
the same month last year is conjec- 
ture. They have not yet been figured. 

One of the large general line houses 
states that every indication points to a 
gain in shipments. A loss is being 
anticipated in another big institution. 

There seems to be some hesitancy in 
business from the rural districts ac- 
cording to the statement of an official 
of a big house. He attributes the 
source of the trouble to the slackening 
in the shoe trade last October and No- 
vember when unseasonable weather 
slowed up business. The _ specialty 
houses are busy, with one firm running 
at capacity and delivery dates advaneed 
six to seven weeks. 

The style departments report an in- 
creased demand for colored footwear. 
One large factory reports the demand 
about thirty-five per cent colors and 
sixty-five per cent patent leather. For 
summer there is a strong trend toward 
cut-out sandal effects in patent leather. 
Openings in the vamp and at the sides 
predominate in the patterns seen in a 
number of factories. 





conditions in Haverhill with those in 
other shoe manufacturing cities. 





Earle B. Wason Dead 


HAVERHILL, Mass.—Earle B. Wason, 
head of the Wason Wood Heel Co., this 
city, with branches in Manchester, N. 
H., and Lynchburg, Va., died at the 
New England Baptist Hospital in Bos- 
ton on Feb. 27. Mr. Wason, one of 
the younger business men of this city, 
had been affiliated prominently with 
the wood heel’ industry _ since 
1918. He was first associated with 
the Fred W. Mears Heel Co., and in 
1917 with his father, George W. Wason. 
this city, established the Wason Wood 
Heel Co., which is now one of the larg- 
est units in the industry. Three years | 
ago a branch was established in Lynch- 
burg, Va., where the business is now 
being centralized. Other branches have 




















been operated in Sanbornville and Man- 
chester, N. H. 


| ard of the Rickard Shoe Co., 


| out oxford. 





Off for Hot Springs 


HAVERHILL, MAss.—Edward M. Rick- 
is at Hot 
Springs, Va., for his annual mid-winter 
vacation at that resort. Mr. Rickard is 
a visitor at the Springs annually. The 
Rickard plants in this city are now 
operating at capacity in getting out 
Easter merchandise. 


A Correction 


In the Ault-Williamson Shoe Co.’s 
advertisement in our Feb. 25 issue th: 
shoe shown in the lower circle was 
mage = | numbered. The shoe shown i 

a 161, a five-eyelet tie in black Rub) 

id or patent leather, priced at $3.85 

Prices as quoted for No. 160 and N¢. 
960 are correct. This model is a cut- 
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To Build New Plant 


NASHVILLE, TENN. (UTPS) — The 
Jarman Shoe Company has asked for 
bids on the construction of a new plant 
on Main Street between Fifth and 
Sixth Streets that will double the ca- 
pacity of the present factory on Shelby 
Avenue. 

The new structure will be two stories 
in height and will be 200 feet wide and 
243 feet deep. Each floor of the new 
plant will be larger than the floor space 
provided by the present structure. 
About 1000 workmen will be accommo- 
dated. 

Bids will close in about two weeks, 
and the construction is expected to be- 
gin immediately. C. K. Colley is the 
architect. 


Two Firms to Make 
*“*Educator”’ Shoes 


BrROcKTON, Mass.—Following the sale 
by the Rice & Hutchins, Inc., of its 
“Educator” trademark and good will 
to the G. R. Kinney Co., Inc., of New 
York and Pennsylvania, two Brockton 
district concerns—Craig, Reed & Em- 
erson Shoe Co. of this city and Schwarz 
& Ruggles Shoe Co. of Rockland—have 
been given contracts for the manufac- 
ture of many thousand pairs of shoes 
of that type. 

The new business for the district, it 
is reported, may amount to about $250,- 
000, and work for 175 additional hands 
will be provided. Work was started 
March 5 on the new work in the two 
plants. 

The companies will manufacture 420 
pairs of shoes daily to start, but it is 
expected this output will be materially 
increased later. The two Brockton con- 
cerns have learned the Kinney com- 
pany plans to organize the Educator 
Shoe Co. of America for distribution of 
shoes to its scores of stores located 
throughout the country. The 300 sales- 
men the company employs also will 
push the line. 

Ansel W. Craig, treasurer of Craig, 
Reed & Emerson company, announces 
that the contract will increase his pay- 
roll about $150,000 annually, and that 
within a short time it may be neces- 
sary for him to take an additional floor 
in the factory where the company now 
is located. 

Bruno E. Schwarz, president of the 
Schwarz & Ruggles company, which 
recently moved to RockJand, anticipates 
the hiring of 75 additional hands to 
manufacture the new contract of shoes. 





Mail Order Dep’t Busy 


BIRMINGHAM, ALA.—The five-story 
store formerly occupied by the L. F. M. 
Co. at 1918 First Avenue has been re- 
modelled and is now occupied by the 
Montgomery Ward Co. The entire 
fourth floor will be used as a mail 
order department for the Southeastern 
States. This store will also act as a 
feeder: for the several branch stores 
that will be started in this section. 
J. E. Wilson, a Birmingham man of 
several year’s experience, is in charge 
of the shoe department. This depart- 
ment has shown so much activity in the 
first few weeks, that it is necessary to 
double the space first alloted to it. 


| 


Harry T. Wright to Head 
Alden, Walker & Wilde, Inc. 





_. s 
HARRY T. WRIGHT 


Vice-President and General Manager, 
Alden, Walker & Wilde, Inc. 





East WEYMOUTH, Mass.—Harry T. 
Wright, until recently connected with 
the Tanke Character Shoe Co., and, 
prior to that, one of the officials of E. 
T. Wright & Co. of Rockland, Mass., 
has been made vice-president and gen- 
eral manager of Alden, Walker & 
Wilde, Inc. Under his direct super- 
vision the Matrix shoe for men will 
be made and merchandised in this East 
Weymouth factory, and Mr. Wright 
himself will cover the big city trade in 
New York, Philadelphia, Baltimore and 
Washington. 

In his new position Mr. Wright will 
be enabled to employ to the fullest ex- 
tent the accurate knowledge of style, 
merchandising and manufacturing 
which he has acquired in his previous 
successful connections in the shoe field. 





New Florsheim Unit 


BIRMINGHAM, ALA.— Florsheim Shoe 
Store No. 2 was opened this week in the 
Odum Clothing Co., 2023 Third Avenue 
North. This store will be in addition 
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WHERE TO BUY 
Shoe Price Ticket Holders 


er er re 














POLLY CLIP 
For Shoe Price Tickets 
TILTS AT ANY ANGLE 


Small, neat, everlasting. 
stores. Gross $5. Half 
Check with trial order. 


first class 
p ~ 
it eRe ES 
M. D. POLLINGER CO. 
416 Victoria Bidg., St. Louis, Mo. 
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WHERE TO BUY 
Ballet Slippers 


Oe ee re re ee ee Or er ere 





SLIPPERS—IN STOCK 
ef the unusual kind 
8102 Bik. Kid Hand Tere 
Seft Tee 


Child's 6 te 1i—$1.88 

Misses 11, te 2— 1.48 

Wemen’s te 6—1.46 
Alse Hard Teese 
SCHWARTZ & HERDER, Inc. 

8 falists im Ballet Manufacture 
1 No. 11th St., Philadelphia, Pa. 


BALLET 















HAND TURNED, BLACK KID 
BALLET SLIPPERS 


IN STOCK 
Women’s, $1.35; 


Cuilaren’s,” $1.38 
ren’s, ° 
Send for Mail orders p - 
Samples ly attended to 
ROTH & ROSENBERG SHOE CO. 
jacturers 
124 N. 3rd St., Philadelphia 


Sumit 
Pee 


Rights and Lefts 
Grades. 

















ry 
ie 


Two 
Wom. Miss. Chit. 
$1.50 $1.45 $1.40 
1.25 1.20 ©6115 





to the large Florsheim store on 19th 
Street. H. E. Sanders is in charge 
under W. G. West. 


bigger and better all the time, and 
with the old location being so crowded, 
we just had to open this store in self 
defence.” 


Boston Salesmen Meet 


Boston, Mass.—The Boston Retail 
Shoe Salesmen’s Association, Inc., held 
a dinner “meet” at Schraff’s on Mon- 
day evening, March 5. The speakers 
were J. S. Taylor, former sales in- 
structor of the Y. M. C. A. Extension 
Course of Minneapolis, and Ernest A. 
Burrill of the Kenyon Company, who 
spoke on the N. S. R. A. Four Million 








Dollar Men’s Shoe Campaign. 


When asked for | 
the reason for starting a second store, | 
Mr. West said, “With the town getting | 

















BALLET SLIPPERS 
Made on Right and Left Lasts 


Wom. Miss. Chil 
No. 600 Black Kid..1.45 1.48 Lae 
No. 604 White Kid..1.75 1.70 1.65 
Ceast Prices Slightly Higher 


BROOKS SHOE 
| MFG. CO. 
| Philadelphia— 


1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 














Im Stock Black Bal- 
let Slippers 
Ladies’ $1.25 » 
Misses’ $120 or. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane st., 
New York, N. Y. 
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WHERE TO BUY 


Women’s Novelties 








_ 
Selies IN THE LONG RUN 
soe Taking chances by ordering 
“‘wild’’ styles never made 


Write for circular 
showing practical Easter 
fashions that will appeal 
to the majority of your 
customers. 


Samuel Cohen 
hoe Co. 
72 Lineoin St., Boston, Mass. 














Latest Styles at 

Popular Prices 
in Stock, 
ST.-NEW YORK 














Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 











WHERE TO BUY 
Standard Shoe Materials 





Colored 
Chrome 
Sides 


Beggs & Cobb, inc. 
Boston, Mass. 














The On 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danverspert, 95 South St., Boston, Mass. 


est Virginia 


Scientifically manufactured to an exact 
Uniformity of Quality. 











Pulp Products Department 
WestVirginiaPulp&PaperCompany 
Detroit New York Chicago + 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns, This 
feature in its quick service is a time 
saver in meeting immediate beds. 














| Booteries, Inc., as hosts of Messrs. S.-B. 


| members is expected to follow the pres- 
| ent advertising and publicity cam- 


Pittsburgh Shoe Men 
Hold Monthly Meeting 


PITTSBURGH, Pa. (UTPS) — The 
February meeting of the Pittsburgh 
Shoe Retailers’ Association held at the 
Hotel Roosevelt store of the Parisian 


Levine and S. B. Barack, was addressed 
by Dr. Albert T. Braun, prominent 
Pittsburgh chiropractor and head of 
the local association. 

Doctor Braun’s message was a plea 
for cooperation between the shoe re- 
tailers of Pittsburgh and the local 
chapter of the national chiropractors’ 
association in putting across the State 
convention, which will be held at Pitts- | 
burgh in June, with more than 250 | 
members attending the gathering. 

Doctor Braun declared he plans to 
have a “most perfect foot” contest and 
other activities, both at the -William 
Penn Hotel, prospective headquarters 
of the convention, and at Kennywood 
Amusement Park, and believed cooper- 
_— would be conducive to mutual ben- 
efit. 

Following the doctor’s address a com- 
mittee was appointed to look into ‘the 
matter and further plans in which the 
shoe men might figure. The commit- 
tee consists of G. C. Murphy, chair- 
man; H. W. Ritter, Paul R. Holmes, 
H. W. Rainsburger, George L. Lude- 
buehl and William Kuhl. 

Morris Browdy declared that the one 
thing he had learned at the recent Mid- 
dle Atlantic States Convention which 
has already been of profit to him was 
that there is no need for store-wide 
clearance sales. He declared that after 
coming from the convention he marked 
the articles he wished to clear dras- 
tically and got them out, but that his 
other goods which he had been accus- 
tomed to reducing along with the rest 
as almost a ritual remained their usual 
price, and he took a nice profit, prov- 
ing the wisdom of the plan. Al 
Schmidt also had the same gratifying 
experience with his convention-gained 
knowledge in the same matter. 

Ten thousand inserts of the type got | 
out by the National Retail Shoe Deal- 
ers Association, and headed “Milady’s 
Footwear,” were ordered on sight at 
the meeting, and two or three times 
that number are expected to be sent | 
for later. 

A widespread campaign for new 








paign in progress, which is under the 
management of G. C. Murphy, chair- 
man of the association’s publicity com- 
mittee. 

The March meeting is expected to 
be held in the newest store of Al 
Schmidt in Dormont, Pa. 

Under the direction of G. C. Mur- 
phy, shoe department manager for the 
Oppenheim Collins Co., Pittsburgh 
shoe retailers are making the biggest 
bid for both paid and free publicity 
the association has ever known. Both 
association members and non-members 
are cooperating in the drive which is 
to encompass three four-page Sunday 
shoe sections in the Pittsburgh Sun- 
Telegraph, all to be run before Easter, 
while the local Shoe Retailers Associa- 
tion is sponsoring the campaign for 
gratis publicity in the local news col- 
umns. "¢ aitee siete 

Mr. Murphy has succeéded in ebtain- 





WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 


sf I GOODWIN & CO 
WORCESTER, MASS. 





ing 30 per cent editorial space for pub- 
licity material in each of the special 
sections devoted exclusively to shoes at 
retail, and since the section is being 
opened only to what are usually known 
as “legitimate” shoe merchants, local 
— are readily subscribing to the 
plan. 

The special sections will. have feature 
material on shoe mark-ups, styles, 
leathers, and will have a_ plentiful 
number of cuts of stylish and popular 
shoes. Mr. Murphy handled such a 
section, although on a much smaller 
scale, for the association about one 
year ago and is qualified in every way 
to handle the work, as have witnessed 
results obtained to date. 

Following the run of the three spe- 
cial sections on consecutive Sundays 
before Easter, Mr. Murphy does not 
intend to let interest in shoes cool or 
the created “shoe consciousness” wane 
in the minds of the public, but intends 
to make the entire campaign a strong 
tie-up with the national move for the 
same purpose directed toward men, and 
to put the shoe business in the fore in 
Pittsburgh. 


Kennedy’s, Boston, Open 
New Boys’ Department 


Boston, Mass.—Kennedy’s recently 
opened a boys’ shoe department, with 
increased space, new lamps with at- 
tractive shades, new rugs and new 
equipment throughout. Boys’ shoes 


| had always been-sold in this store, but 


buyer Marcus McWeeny could give only 
a small corner of his men’s shoe de- 
partment to this feature. The trade 
for the young men folks has grown to 
such an extent in the two years that 
Mr. McWeeny has had charge that the 
recent innovations were necessitated. 
Among the interesting features of the 
men’s and boys’ shoe “shops” are the 
cartons in- white with gold trims. There 
is an exclusive case for boys’ hosiery 
and sport footwear. 


New Shoe Department 


Boston.—W. Filene’s Sons Co. re- 
cently opened “a less expensive” shoe 
shop, in which smart footwear is sold 
at $6.90. Various patterns and heel 
heights in smart patterns are featured. 
Among the popular sellers are marron 
kid with lighter trims, beige suede with 
lighter. trims, rich brown suedes, pat- 
ent and suede combinations. The dis- 
play casés for this new shop are attrac- 
tive, with Colonial window-pane effect 
backgrounds. 
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Their real value is in their “insides.” 


Merchants who are making money selling 
children’s footwear buy the inside of their line 
first. Wear and comfort are not in outside 
appearance. 

SKEEZIX are fine-looking little shoes for boys 
and girls—but their real value is inside. They 
are made differently from ordinary juvenile 
shoes—good materials, good workmanship, 
good designing and Goodyear Welt. 


SKEEZIX SHOES are always in stock. 




















Blucher Oxford 


Korry Krome Sole 
L1301 Full Chrome Black Patent 
Leather. 









L 5301 Hubschman’s tan calf. 












REGISTERED US. PAT. OFF. 


“OUTGROWN BEFORE OUTWORN” 


The W. A. WITHERS 
SHOE CO. 


ELIZABETHTOWN PENNSYLVANIA 











Party One Strap 


D U 351 Full Chrome Patent Strap 
infants’ and childs’ sizes with Fiexi- 
ble Korry Krome soles. Misses’ and 
growing girls’ channelled and finished 
oak bend soles. Wedge heel on 
infants, spring rubber heel on childs, 
heel as shown on misses’ and growing 
girls’ sizes. 
















5-8. C and D widths......... 

8%, C and D widths......... $2.25 
11%, B, C and D widths..... $2.65 
2%-7, A, B, C and D widths. .83.15 
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Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
POSITIONS WANTED When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED ies vertisers desire replies forwarded direct to their address 
4c per word. Minimum charge 75c. each word of their address must be counted in the ad- 


ALL "ae wis d. Minimum Charge $1.25 vertisement and paid for accordingly. 


ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 


























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








We are increasing our sales force and 
ae SALESMEN WANTED 
work shoes. Can be carried as a side FOR 


line in some territories. Write full 
details in first letter. INDIANA, OHIO, ILLINOIS, NEW YORK, IOWA, TEXAS, 


NEBRASKA, MICHIGAN, KANSAS, OKLAHOMA, 
MISSOURI, ARKANSAS, LOUISIANA, PENNSYLVANIA, 
KENTUCKY. 


Owing to a complete reorganization of our selling force these 
states are now open for salesmen with proven records to sell 
America’s greatest corrective line of men’s and women’s high 
grade welts. Nationally advertised and universally recognized 
for their merit by dealers from Coast to Coast. 


Drawing account against 8% commission. Apply at once giving 
WANTED—SALESMEN full details. 


Western factory. Men’s and boys’ Address D-375, care Boot and Shoe Recorder, 189 W. Madison 


popular priced calf skin shoes in St., Chicago, Il. 
stock. 6% commission. Drawing 
account to responsible men travel- 
ing by auto in following terri- 


tories : ; ee strictly Two Salesmen Wanted! WE W LIVE WIRE 


confidential 
) ALDEN, WALKER & WILDE, INC. 


Illinois lowa Kansas SS = SALESMEN 


Makers of rt men’s ‘“‘MATRIX’’ Shoe retailing 


Goodwill Shoes 


For Hard Service and LoénoWear’™ 
Oo 




















at $10 . 
Address D-367, care Boot and And a line or regular shoes retailing at $8.00. to represent the best line of Men’s and 
Shoe Recorder, 207 South St Have open two very desirable territories: Boys’ Dress welts in the country. Prices 
’ 7 Ne i Mer Sak range from $3.00 to $5.25. Thirty-four 
Boston, Mass. — New Jersey samples—every one in stock. We pay 
Pennsylvania 8% commission on sales and mail orders. 
i Delaware Give details and references in first letter. 
—— Michi 2a Following territories open: 
aa Arigona, Arkansas. California, 
linois, Indiana, Iowa, ansas, 
West Viegiate tucky, Missouri, Montana, Nevada, 


Riding Boot Salesmen — Jersey, New Mexico, New York, Oregon, 


for New England States, Eastern, South- All our salesmen are stockholders in the company Pennsylvania, Tennessee, Utah and Vir- 
ern and Central territories to sell com- and work on a very conservative drawing account, ginia. 

lete line Riding Boots only. Commission plus traveling expenses against commission. 

sis only. We want only men experi- This is a real opportunity for two live men Address D-374, Care Boot and Shoe 
enced with Boots and acquainted with acquainted with the territories and able to show Recorder, 207 South St., Boston, Mass. 
best trade in larger cities. results. 
KIRKEN DALE BOOT COMPANY 

Omaha, Nebr. 






































D—Side line salesman with estab 
ARGE i ae > iteetosing Ww4nrr trade to carry a medium grade of 
new an opular li ” rom. 
ALESMAN, MICHIGAN AND INDIANA. experienced rubber footwear salesmen. Inter- _{titchdowns for retail’ trade, all tenritjrics oper 
One of the oldest and largest manufacturers ested only in successful salesmen who can show Address D-372, care Boot and Shoe Recorder 
of women’s welt and McKay shoes whose consistent record of sales results and good pre- 207 South St., Boston, Mase F 
branded line is nationally advertised has made vious earnings. In réply, please give particu- = loth 
a transfer that leaves these two states open. lars, previous experience, present connection : 
Established business. Only man Fy eye w in and earnings. Information held confidential, WANTED—A live man, one who is alive t 
the territory with a record that will bear closest of course. Address D-371, care Boot and Shoe his opportunities, by a well known manu- 
scrutiny, and under forty, will be considered. Recorder, 207 South St., Boston, Mass. facturer of silk hosiery. Open for representa- 
Address in full confidence and enclose photo. * tion in Philadelphia. Apply Society Mai 
Box D-365, care Boot and or Recorder, 189 EN with exteilidhed trade célllng on better Hosiery Co., 354 Fourth Avenue, New York 
i i .wi 4 
W. Madison = M class of x 8 in the South ane § South- City, N.Y. 
i west, wanted to sell on commission asis our 
ERENCE ne in. > ge i FASHION WELTS — light, airy welts well SALESMAN WANTED, $3. 00 commission on 
and a line of up-to-date lasts ae patterns. styled for the South, 25 to 30 samples of styles $7.50 WEIS-ZER colored “Spot or Flood 
State experience end ve references in first CARRIED IN STOCK. Well known and Lights. Samples furnished, etc. WEIS-ZER 
letter ie PIE NBROCK & SONS widely advertised line. cont it all in first letter. PRODUCTS, 431 N. Clark St., Chicago, 
COMPANY, FP UBUGUE IOWA Write Burrows Shoe Co:, Inc., Rochester, N. Y. Illinois. 
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SALESMEN WANTED 








BUSINESS OPPORTUNITY 





BUSINESS OPPORTUNITY 














ONE of the largest manufacturers of women’s 
nationally advertised welt and McKay shoes 
has three openings in its sales organization: 
one to cover most of state of New York outside 
metropolitan district; one to work Chicago along 
with present salesman; and one to cover Detroit, 
Milwaukee. The Chicago and New York men 
might be permitted to handle other non-conflict- 
ing lines. Address D-364, care Boot and Shoe 
Recorder, 189 W. Madison St., Chicago, III. 











SALESMAN for Illinois with exception of 
Chicago district. Commission basis. Welts, 
McKays, Stitchdowns, Leggings. ~ Only inter- 
ested in salesman residing in territory. No 
objection to carrying non-conflicting line. 
Hagerstown Shoe & Legging Co., Hagerstown, 
Maryland. 


SALESMEN WANTED to carry short, snappy 
line of semi-dress Comfort Shoes in stock 
to retail trade in various territories on 7 

commission basis. Address D-338, Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 



















FOR SALE 














FOR SALE—18 Foot Mahogany Shoe Sample 
Case in three parts; each six feet. Glass 
lined, latest model. Room 414, Rice Building, 
10 High Street, Boston, Mass. 





FOR SALE—Profitable established retail shoe 
business of forty years standing with first 
class trade and excellent location in city of 
100,000 pulation. Modern storeroom with 
modern front and fixtures. Three turnovers 
annually, reasonable rent. Low inventory now 
and time to get spring business. Owner in 
bad health and cannot attend to business. Ad- 
dress M. Steckley & Son, 1220 N. Third St., 
Harrisburg, Penna. 


OR SALE—Established family shoe store, 


Geneva, Illinois, 4000 population. Only ex- 
clusive shoe store here. M. F. Brown, owner. 




















FOR RENT 





FOR RENT—Shoe Store with modern fixtures, 
100 per cent location, reasonable rent, can 
occupy at once. Hazleton, Pa. Apply—Atty. 
A. H. Jones, Markle Bank Bldg., Hazleton, Pa. 





FAST STROUDSBURG Store for rent, hun- 
dred per cent location, modern front, 20 by 
95, suitable for chain store, 5 and 10 and 
department store, rent reasonable, population 
12,000 Winter, Summer approximately 50,000. 
Apply Samuel Frank, East Stroudsburg, Pa. 





|, — 








buying group. 


Address— 


WANTED! 


A few shoe stores or Department stores to complete an associated shoe- 


Write for definite information and receive the benefits of group buying. 


TUTTLE SERVICE 
206 Essex Street, Boston, Mass. 


This service is operated by C. B. Tuttle, for fifteen years a chain store buyer. Only 
accounts solicited that can pay their obligations in 30 days. 





































WANTED TO PURCHASE 





MERCHANT NEEDS 











CASH PAID 


for entire shoe stecks eurplos stecks 
chown oF ether werebanticn. ,-,— 
Prompt attention given. 


KIRSCH-BLACHER CO., Ime. 


623-624 Broadway, New York, N. Y¥. 
Phone Spring 1448 

















Good Grade Round 
Advertising Pencils 
Round Nickel Tipped 






a 


Asserted 750 500 1,000 Sample oo 
Qoiors $10.00 $17.50 $30.00 Request 


Ww. E. FOLLIS 
| Advertising Service 
159 N. State St., Chicago 





















HIGHEST CASH PRICES PAID 
Sepia st soe est onsets 2 

us or slow q 
Retail or wholesale. Short form lennee Saban 
o@ your lunds. Wire or phone us. Oorre 
spondence confidential. Established 1890. 

MAX GLAUBERG 

436 Grand Street, New York City 
We aleo purchase clothing, hats, furnishine 
goods, etc Dry Dock 0852 























Sell Us Your Left Over 


New York Export Purcnasinc Coar 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











LINE WANTED 








WANTED: Snappy line of women’s novelties 
to retail up to $5.00, or snappy line_of 
men’s and boys’ to retail up to $5.00. Ten 
years’ experience retailing. Best reference. 
Address D-373, care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y 














FOR LEASE 





SPACE FOR LEASE. A beautiful Store 
centrally located in the Business district, on 
Chestnut Street, between 11th and 12th Streets, 
which is 100 per cent perfect in every way. 
Tt has considerable Floor space, and Elevator, 
and Window space for Display suitable for Shoe 
and Hosiery Departments. M. Zubrin, 121 N 
7th Street, Philadelphia, Pa. 


— 


ee 


BUSINESS OPPORTUNITY 


ACTORY WANTED—Slater, Mo., wants a 

factory. Can furnish 600 girls, 400 men, 
factory site on railroad, generous building 
funds. Interested manufacturers communicate 
with Champ C. Ray, Slater, Mo. 

















Information for Shoe Merchants 


The advertising pages of the Boot and Shoe 
constitute an almost inexhaustible source 

of information as to where and what to buy. 
They are worthy of your closest attention, 

















MERCHANT NEEDS 






































ON THE OCEAN FRONT 









ATLANTIC CITY NZ 


Styles may come and styles may go—will your 





good health on forever? Guard it by a rest 

in Atlantic ty at The Breakers. 

Joel Hillman Julian A. Hillman 
President Vice-President 
















| é : ‘ “a std 
kStCharles 


ATLANTIC CiITy 1 
For An Unusual Winter Outing 
As interesting as the Boardwalk whereen 
stands modern 









ooo as the times... its 
porch the largest end best located om the 
beachfront . . . its appointments and service 
a delight to the discerning. 

Cutsine par excellence. 
Hostess Golf Dancing 
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Kern Planning 
Elaborate Salon 


Detroit, MicH. (UTPS)—The larg- 
est shoe department in Detroit and the 
most beautiful shoe department in 
America, is the goal set by the Ernst 
Kern Co., Woodward and Gratiot Aves., 
in the erection of the new additions to 
their building. A seating capacity of 
200, an absence of shelving, besides 
being equipped with luxurious parlor 
furniture, will give the department one 
of the highest ratings of shoe depart- 
ments to be found anywhere. 

The main feature will be the salon > as 
where shoes ranging in price from 


SEGALLE "SONS $10.50 to $30 will be sold. Also a sec- 


933 ARCH ST.  @ for - selling of fg 9 

a slipper department selling nothing 

PHILADELPHIA, PA. i —_ aieeee and boudoir footwear, = 

w as a separate section devoted to 

ARE BUSINESS GETTERS the Sdjenti&t eavvedional shoe, with a 


MERCHANT NEEDS MERCHANT NEEDS 











“WINDOW 
DISPLAY Fi FIXTURES 











$1.45 Each 


According to Size 


price range of $10.50, $12.50 and $14.50. 

L. A. Solomon, the buyer of the shoe 
department, states: “We will have 
specialized departments with special- 
ized clerks for each department. A 
customer who comes into the store to 
be fitted with a correctional shoe will 
be served by someone who is entirely 
familiar with these features. The cus- 
tomer will receive the utmost in ser- 
vice. When a customer purchases a 
pair of $25 shoes she has a right to 
expect to be waited on by someone 
other than a flapper. Our salespeople 


American Walnut Finish 











THE OSCAR ONKEN CO. 
611 West 4th St. 
CINCINNATI, OHIO 


Milbradt 
Ladders 


i Made for 40 years 
by the original in- 
7 ventors. 











= ° ° . ESTABLISHED §=—- «890 

m= Made in all styles will all be selected for their particular 

ro ving fitness.” 

i rt ig sine The south secticn of the building is LAB ELS 
ea 5 : rapidly nearing completion, with the and 


otf 
vib 


@et our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 


north section scheduled for razing on 
March 15. The entire block of property 
has been acquired by the company, and 
present plans are to construct another 
addition to the present building within 
a short time. 


SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


ae | 








%3- an LEXINGTON AVE, BRODKLYM, mv 


AMERICA’S GREATEST 
SHOE CARTON @ LABEL MPCs 





Sir Edward Penton Ill 


NEw York, N. Y.—Sir Edward Pen- 
ton, of E. Penton & Son, Ltd., London, 
who has been visiting New York, Phila- 
delphia and. Boston, was forced to go 








PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 





+ |e to the Post Graduate Hospital here od 
3 a painful operation last week. 

Pet. Mas >| Special hopes to sail for England March 10. 

) hts > |« e rlces for He will be remembered as having ad- 

i Fully y dressed a N.S.R.A. Convention in Chi- 
Protected — cago two years ago. During the World & 74% | = i= - ~ 

War he was knighted for service to the 

empire. The DISTINCTIVE arid 





SAMPLES GLADLY FURNISHED 


Primrose Novelty Corp. 


i! Room 332, Bible House, 
| New York City 


PERMANENT MARK 
Glazer in New Position 
PHILADELPHIA, PA.—The new Bonwit 


slag 
ey ee OL eS 

Teller Store at Seventeenth and Chest- 

nut Streets, four blocks west of the WEAYI NG CO. 


location eager sadly | this firm for 21 33-39 W 34THST, NYV.C 
years, was opened this week. The new Pp 3 S c 
shoe salons are under the direction of one WIS Cea 



























EVERN 


4! KNOWN TYPE 
ime t f 
DISPLAY FIXTURE 


B TH 
il FI 








William Glazer, former manager of the 
I. Miller Fifth Avenue, New York, 
shop. 





CINCINNATI, OHIO—B. L. Kugel is 
the new shoe department manager at 
Marks Department Store. Mr. Kugel 
was raised from the ranks and suc- 
ceeds E. J. Lewis who resigned recent- 


| 
Kugel Now with Marks 
| 





ly to manage a shoe department in | 


; Dayton, Ohio. | 


2 


Put on “Buster”? Shows 


BIRMINGHAM, ALA.—W. E. Shine’s 
Guarantee Shoe Stores in Bessemer, 
Ensley and Birmingham sponsored 
Buster Brown shows on three succes- 
sive days last week. Mr. Todd, chil- 
dren’s shoe buyer of the Guarantee, and 
R. W. Crutcher of the Brown Shoe Co. 
directed the shows. Buster Brown and 
Tige consequently played to- capacity 
houses. 
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10,000,000 
Crowd 


RN i | 


The Flexing Test—Various soles are 

stitched toa belt and run over pulleys. 

. Z Each revolution subjects the soles to 

a | two flexings. These flexings are re- 
corded and the number required to 

dis*r =ss cach material is noted. | 





Shoes soled with Wearite are in demand. Wearite Soles are waterproof, flexible 
The public knows how Wearite Soles and good-looking. 

wear. This public confidence in Wear- 
The famous Flexing Test, whereby it 
ite soles is confirmed by actual sales of 


10,000,000 pairs during the last three 
years. The quantity grows larger each 


was possible to test the comparative 


value of Wearite and other composition 





soles, predicted the superiority of Wear- 


ear. 
’ ite. This prediction has been amply 


Wearite is unsurpassed for street shoes, proven in actual service. Order your 
for children’s shoes, for work shoes. shoes soled with Wearite. 


WEARITE SOLES 


ESSEX RUBBER COMPANY, TRENTON, N. J. | 


New York Boston nm Milwaukee St. Louis | 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THE Boot anp SHoe RecorpEr 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


S1x SToRES FIGHT For 150 Customers By A. R. Larson.............. 45 
Proportions in Buying. 


BUILDING UP TRADE BY BEING DIF- 
ee sccctten Be -arrey B. Terie... 0.052. 46 


How Pokorny’s Does It. 
A FLYING START FOR THE NEW SEa- 


ee oe Lglaig | WON SERIO so. S55 kas eces 48 
Advertising and Display Ideas. 
THE VOICE OF THE RECORDER...... Opinions of the Editor.......... 50 
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NDEPENDENT merchants in 
New Castle, Pa., join forces. Mer- 
chants in unrelated lines cooperate 
to get the public’s dollar, instead of 
waging the eternal battle single- 
handed. 


















HE airplane motif in shoes. The 
idea used in women’s hats now 
steps down to shoes. So much pub- 
licity for aviation naturally has in 
fluenced styles. 















OW cheaply can a man’s shoe 
be made? A few weeks ago we 
told how women’s shoes can be made 
cheaper and cheaper and cheaper. 
Now we follow through the same 
process in men’s footwear. A timely 
piece of information, with prices 
jumping as they are, 























F you are in a community of 20,- 
000 inhabitants, we show you how 
to sell one more pair per person at 
a profit. A real bit of advice pre- 
sented in a practical manner. 
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